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Will 


T is my humble opinion that 
I one of the things that ails 

the shoe business today is 
the tendency to soar. Too much 
high falutin’ stuff and _ not 
enough fundamental. The shoe 
trade as a whole has not given 
the thought to its advertising 
that it should. There has been 
too much following the leader 
and trailing the big chap in the 
big town. Too many merchants 
in the smaller towns “borrow” 
ideas from big city papers. I 
respectfully submit that the ad- 
vertisement that sells shoes to 
the girls on Broadway will not 
sell shoes to the women of Main 
Street. And, sometimes I doubt 
if the Broadway stuff really gets 
over its message. 


it Sv! Shoes? 


By Richard L. Prather 








What I am about to say in the fol- 
lowing paragraphs will immediately 
brand me as “an old fogy” in the minds 
of a lot of big town fellows and smart 
youngsters who think only of smartness 
and jazz. But it is not to that class I 
am speaking. I want to convey a mes- 
sage to the average merchant, in the aver- 
age town and city where selling shoes is 
a business and not an “art.” 

For more than a quarter of a century 
I have been studying advertising and 
selling from the viewpoint of one whose 
first thought has been results. Art as 
such is for art galleries and not for busi- 
ness places. It is true that a shoe ad- 
vertisement may be artistic but it should 
never be permitted to become too “arty.” 
Scrolls, doo dads, roccoco, frills and fuss 
do not sell shoes. 








Let us view the average shoe adver- 


a salesman on appearance alone. 


really descriptive of the shoe. 
Nothing to tell the reader that 
it is a good shoe, a good fitter, 
well made, handsomely put to- 
gether, and altogether desirable. 
The color mentioned is a trade 
term of which the consumer 
knows nothing. There is no 
mention of the sort of dress this 
shoe will accompany. It is a 
high-priced failure as a selling 
advertisement. 

Some of these artistic adver- 
tisements fall so far short of 
their mission I wonder some- 
times if the merchant is sound 
asleep when he puts his O.K. on 
the copy. Surely he did not read 
it or view it as he does his sales 
reports. He would not employ 
Be the applicant ever 





tisement calmly and in a coldly critical way. Will it sell 
shoes? Does it sell you anything? Beautiful, artistic, 
strictly modern, and all that. But, will it sell shoes? 
That is its job. That is why the money is expended 
in newspaper space—to sell shoes. 

In the first place, the advertisement does not tell us 
anything about the shoes. It has an elaborate border 
or setting. It is hand-lettered and put together by the 
hands of an artist. It is a handsome thing from any 
viewpoint. As a‘work of art it gets all the praise it 
deserves. But it is not a selling proposition. Half the 
time it subordinates the shoes. There may be several 
objects in it that compete with the shoes. For example, 
here is one that has almost everything in it but the main 
appeal. It pictures a group of people, those tall, skinny 
types so popular with artists these days. It has one of 
those long, thin dogs as good measure. It shows a lot 
of scrolls and frills. Down in an obscure corner there 
is a shoe cut, about as big as the nail on your little 
finger. Read the text. ‘ Just a lot of blah. Not one word 


so well dressed, ever so beautifully groomed and sheiky, 
the first thought of the employer is—‘“Can this bird 
sell shoes?” 

It has been my experience with retail salesmen that 
the pretty ones usually are the worst failures as busi- 
ness getters. They may be attractive to the silly little 
flappers but they are a flop as permanent trade holders. 
I am speaking of the males, of course. Lest some good- 
looking saleslady jump all over me, let me say that 
prettiness in salesladies is no drawback. The better 
looking, the better. But let the males be too ornate, too 
prissy and sheiky and you have a counter attraction. 
The flappers will come in to see the handsome devil and 
forget all about buying shoes. 

So it is with advertising. The ad ought to be con- 
sidered as something that will sell some shoes, not as 
something pretty. 

It seems to me that we need more common sense 
applied to advertising. More thinking. More careful 
planning. Less art and more business. More talk of 


[TURN TO PAGE 68, PLEASE] 
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It was the Englishman who 
took the idea of the venti- 
lated sandal full of punched 
holes, and made it a very 
high style feature in Eng- 
lish sports wear. Basket 
weaves we have with us al- 
ways, both imported and: 
domestic. Punchings open 
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up a@ new opportunity, be- 
cause the shoes can be prop. 
erly cleaned, particularly if 
they are white. A wide vari. 
ety of smart new lines, 
which are termed sport lines, 
are appearing on the new 
Shoes for sweet Summer. 


Stepping sto Summer i Sandals 


XPECT a real smartness 

in mid-Summer foot- 

wear. The one time of 
the year when decidedly un- 
usual shoes can be sold gives 
to every store in every part of 
the country a real opportunity 
to make a profit in spite of the 
old boogy of clearance sales. 
‘The one time of the year when 
the United States has in every 


| section hot and torrid weather gives to the entire coun- 
| try the only opportunity of the year to be in accord 
» on any one style movement. 
| ‘way point, because only too soon cold weather starts 
' again in the North and Summer retreats southward. 


Mid-Summer is the half- 


White is growing and growing with the exclusives. 


: It takes money and the right dress to wear white for 


_ distinction. 
' termed such, that expressed mid-Summer better than 


| white. 


There never was a color, if it can be 


A strange surprise has hit the trade this year in the 
development of reds and the deep blues and greens. 
Sometime, somebody. will develop a method of coloring 
to suit the harmonizing of dress, so that a merchant 
can buy all whites and make the color that the customer 


|-most desires. 


Meanwhile, opportunity this Summer lies in sweet 


i; colors, in new and niftier patterns. The one time of 


Tremendous Possibilities of a Special 
Mid-Summer Selling Season in 
Color, Comfort and Coolness. Kill 
the Idea that Mid-Summer is Only 


for Clearance. 


the year when the foot can be 
over-exposed is in Summer. 

The sandal has taken a new 
style significance due to its 
construction. The over- 
stitched edge and the con- 
trasting braidings are new 
and smart style features in 
sandal construction. 

The importance of the san- 
dal as we see it should not be 
overlooked. The fashionable French have for some time 
realized its many flattering complementary effects in 
the creation of the Summerish silhouette. 

The unlined, built-up throat stylings, with or with- 
out strap effects, are markedly flattering in giving a 
trimness hitherto absent in white footwear. 

There are two types of sandals featured in the above 
photograph. The first number would correctly register 
with rough silks and angoras, brushed wool effects and 
fabrics which would be worn at the early races and 
tournaments. 

The second number features a more feminine mode! 
where the unlined coat of soft and thin materials, or 
the new cape effects, would be used. 

The perforated sandal has at last moved into the style 
picture with amazing strides, and the styling of this 
footwear with its new accents and color combination<, 
places it in a very important position. 
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Sandal effects of 
deeper tones have 
been carried into the 
day-time shoe, and 
in most every num- 
ber, carry a comple- 
ment of reptile. 
Open shanks are 
also popular in this 
type of footwear. In 
some instances the 
baby Louis heel has 
been made to look 
very slender. The 
splicing and under- 
laying is important 
to the bench-made 
footwear as never 
was there in the his- 
tory of shoemaking 
such a desire for ex- 
elusive effects and 
unusual and artful 
accents. 


Every strap must have a 
movement all its own. The 
T-strap, particularly in the 
sandal type, is a constant 
Summer number. Using the 
strap as a highly decorative 
motif in snakeskin makes it 


conspicuously attractive. It 
was the opinion of the styles 
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committees, in session last 
week, that snake, as a trim- 
ming, is a permanent feature 
of shoe styling. On this page 
we reveal all the colors from 
white to black patent, with 
the delicate shades in pastel 
colorings to harmonize with 
costumes. These new pat- 
tern designs are smart be- 
cause they are classically 
simple 


















Men 


are 
NOW 


Style 
Wise 
AA REMARKABLE 


change has come over 
the well dressed man 

‘of America. 

‘dressed in 


He. wants to be 
: color harmony. 

That’s one of the reasons why the light shade of brown 
_to go with white is important in the smart mid-Summer 
\shoes for men. Even two tones of brown on the same 
| Shoe, smoked horse and calf, needs to be exactly right, 
for it is all wrong as a selling proposition. Brown and 
H white, therefore, is one of the strong highlights of the 

Summer season. 

There is not the interest this year in the high yellows, 
blonds or fancy tans, Blending shades of brown in all- 
}pover shoes are being called for. Midsummer is the 

Rime to forget blacks and push the browns, tans, white 
‘tombinations and white and black for the eo 








BOOT AND-SHOE RECORDER 









April 21, 1923 





Heralding th: 
Greatest Men’: 
Sport Sho. 


Season in History 





extra sports shoe, sweet in its 
profit, and very acceptable to th: 
well dressed man. There never 
was a season that held more 
opportunity for sports dress for 
men, and we herald it early. 

Every outdoor activity, from golf through thé Sum- 
mer sports, necessitates specialty shoes. More punch- 
ings, perforations and clever designs are to be ex- 
pected. 

As far as volume is concerned, the most popular 
sports pattern in men’s shoes this Summer will un- 
doubtedly be the two-tone wing tip. This goesfor golf 
and for country club dress wear as well. Men, at: least 
many of them, will wear the combination of white 





~trimmed with black with gray golf knickers and with 


gray flannels for dressier sports océasions. 
~ hen. 
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hoe DressChart 





Business 





Oxfords or high shoes— ~ 

black or tan—plain or 

fancy with punching, 

pinking and wing tips. 

Calf, grain or kid 

leathers. Tan or gray 
spats. 


Club Stag-Informal Dress Formal Evening Dress 








Black patent leather or calf 

low shoe, with plain tip or toe 

cap. Medium or narrow last. 
Fine detail, light weight. 


Pumps or plain toe oxfords— 
patent leather only. Extreme 
light weight—turn or light 
welts—medium or narrow toe. 





Plain or Fancy. Lisle, 

wool or silk in color to 

harmonize with suit or 
shoes. 


Black silk, plain or with black 
or white clocks. 








Single or double breast- 
ed ‘Chesterfield, single 
breasted box coat or 
single breasted raglan. 


Double or _ single-breasted 
Chesterfield, in black or dark 
blue. 








Single or double breast- 
ed jacket. 





Single or double breast- 
ed to match jacket. 





To match jacket. 


Dinner jacket, peaked or 
notched lapels, with prefer- 
ably dull silk facing. 


Black or white, single or 
double-breasted. 


To match jacket. 








Soft felt hat or derby. 


Black Homburg; high silk 
crush; or derby. 





White or colored neg- 

ligee or pleated. Soft 

cuffs. White or match- 
ing turndown. 


White, stiff bosom, or pleated, 
with stiff cuffs. White wing 
or turndown collar. 








Four-in-hand or _ bow. 
Cut silk or crepe muffler 
(with overcoat). 


Black bow, long club effect, 
extended butterfly shape, or 
pointed ends. 

White muffler (for theater). 


Black silk socks, plain or self- 
clocked. 





Single or double-breasted 
Chesterfield, in black or dark 
blue. Inverness or fur-lined 


Evening tail coat. 





White—single or double 
breasted. 





To match coat, silk braid on 
side seams. 





Plain white stiff bosom shirt. 





White pique or linen bow. 
White muffler. 











Chamois, light weight 
mocha or other leather 
glove. 


White buck preferably; gray 
permissible. 


White kid or buck. 








French 


Brogue 
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What the Well Dressed 
Man will Wear 


Country-Golf, ete. Formal Day Dress Informal Afternoon 








Brogues or sport shoes, 
plain or fancy combina- 
tions. Leather, rubber 
or spike soles—a wide 
diversity ‘of taste per- 
mitted. Riding boots or 
Jodhpores (for riding). 


Black or gray socks, plain or 
clocked. 


Black, patent or dull high Patent leather or dull plain 

shoes with tan or gray tops— oxford with gray spats or but- 

oxfords with tan or gray _ ton high shoes with gray tops. 
spats. Patent or dull. 








Golf stockings or socks. Black silk, plain or clocks. 








Tweed, homespun, or 
camel’s hair. Raglanor Single or double breasted Black, blue or oxford Chester- 
straight shoulder, loose Chesterfield. field. 

fitting. 


Black or oak ate out Black or eutoré sack, single 
away, with or without bound or double breasted, or cut- 
_ edges. away. 


To motch cont: or fawn, gray, 
brown, smoke or pearl, single 
or double breasted. 





Homespuns, tweeds or 
gabardine riding jacket. 








To match coat or light gray 
or buff. 


To match coat or fancy. 








Knickers to match coat 
or (for riding), riding Black with white hairline 
Trousers breeches or Jodhpore stripes; or gray unfinished 
trousers or (for motor- worsted in neat stripes. 
ing) long trousers. 


Black cassimere with white or 
colored hairline stripes. 


' - High silk (with cutaway) or 
Hat Soft felt or Cap. Top hat—silk. derby (with sack). 














Shirt: ~ White or colored collar 
irt; attached or collar to 
Collar match. Soft cuffs. 


Crepe or foulard four- Black and whit 
Cr . in-hand, or fancy bow f - tee ‘4 , od poem tend Gray or dark effect four-in- 
avat; or stock (for riding). our-in-hand or Ascot in pas-  jandg bow. Gray or dark 


Bright ilk or crepe tel colors or bow. Black- ffect r am 
Muffler peti ad yin cman. white or gray-white muffler. — 


White plain or pleated bosom; White pleated. White wing 
wing collar. collar. 














Light weight mocha, 
chamois, washable deer- 
skin or perforated pig- 
skin. Golf glove, driv- 
ing glove, ete. 


White, gray, fawn or chamois 


colar Gray suede, cape or chamois. 





Collegiate 
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Getting More Shoes Sold Right 


Heads Up— Men’s Trade 


NE of the most insidious poisons that gets into 

a business is usually produced by the trade it- 

self. For example, we hear it on all sides, “The 
men’s shoe business is rotten.” 

It isn’t so by a long shot. Selling men’s shoes is 
not a “hang-dog trade,” next door to a cobbler’s 
proposition. It is a strong and healthy business 
that makes a profit for hundreds of stores and 
dozens of manufacturers, and the profit is as sub- 
stantial as any within the industry; and we might 
say in business in general. 

Let’s from this day forth stop “kicking the dog 
around.” Any store can make a real men’s shoe 
business if it will put time, brains and work into it. 

The men’s shoe department that is tucked away 
in the corner and is simply a side issue, cannot be 
expected to make money or progress. The men’s 
shoe department should be run by a he-man who is 
only interested in men’s shoes. Men’s shoes can’t 
be bought as if on the little finger of the left hand, 
when both hands are engaged principally with 
women’s style shoes. 

News comes forth that the men’s shoe campaign 
to advertise men’s shoes to the American public will 
start on June 15. We want to start NOW a whole- 
some respect and regard for an upstanding men’s 
shoe business that gives to the man who has money 
to spend for his own well dressing the right shoe 
for the right occasion. 

Every store in the country should have a dress 
chart available for ready reference. The shoe™ 
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dress chart is what its name implies, first, in shoes 
and hosiery and then the other interests in dress 
are given. 

Men’s shoes are coming into a season of popu- 
larity, because men are beginning to dress their 
feet in shoes and hosiery to blend with the rest of 
their togs. When a man wears brown, his brown 
shoes fit into the picture, be it day or night, not- 
withstanding any such slogan as “Black shoes atter 
6 o’clock.” 

There is no arbitrary dictum that a man’s feet 
should go into mourning after 6 o’clock. If he is 
dressed for a party or other social function, there 
is a particular shoe for the occasion. Man is not 
dressed correctly when he wears his street shoes 
with a tuxedo or dress suit. He must put on the 
light weight patent leather or gunmetal shoe for 
that purpose. 

Let’s start a very emphatic resistance against 
kicking the men’s shoe business around. Let’s put 
it right up front where it deserves the sunlight of 
popular acceptance. In a few weeks men will be- 
gin to change to lighter weight shoes. The Siyle 
Conference went on record for a season of heavy 
weight shoes, perforations, punchings and those 
things that go to make a change of shoes for win- 
ter wear. If you want the truth there never was a 
more interesting opportunity than in men’s shoes. 


Not Sporting 


N Friday the 13th (the day after fullest ex- 
pression had been made of cooperation, mer- 
chant with merchant, and every branch of the in- 
dustry with every other—up and down—from the 
green hide to the sale of the shoe) the first knife 
was stuck in the back of industry. 
How’s this for “playing the game?” We quote 
from an advertisement (14 in. x 4 columns) in the 
New York papers of April 13, as follows: 


“Other stores are jacking up their prices.” 
Have you noticed shoe prices are going up? 

Seems other stcres must get more money. 
You should worry and get corns. No change 
on Rival’s Price! 

Leather and other materials do cost more 
today. But with our ever growing business 
we can put the quality in without putting the 
price up. 

You can continue to pick any snappy style 
in any Rival store at the same old price, five 
bucks. 

The higher others raise their prices, ‘he 
bigger bargains you get in Rivals at $5. And 
you get more back for your money. 

This advertisement by eighteen stores in New 


York and Brooklyn with “stores also in Newark, 
Paterson, Philadelphia and Baltimore, is the frst 
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unsportsmanslike move in the new “Battle of 


price.” 
What profits it to ride roughshod over fellow 


merchants when there is so much else to talk 


about in shoes, in season? 

In the past, Rival shoes have sold on their own 
merits and if by economies and skill price can be 
mentioned, it alone serves as a tremendous factor 
in selling. Why, therefore, use the most unkind 
thrust of all—“other stores are jacking up the 
price’—Play Fair, Rival, play fair. 


Shifting the Pay Envelope 


HE newspapers are filled with the alarming 
information that machinery is displacing man- 
power. Even so eminent 
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self, knowing that it has to live fifty-two weeks in 
the year on its earnings. Therefore, new condi- 
tions develop profitable organizations that keep 
workers constantly employed, and by the same 
token, encourage stores to maintain a high sales 
rate week in and week out. 

To depend upon boom business for success is 
sure to lead to failure. To be able to prosper in 
moderate times is to succeed. America is readjust- 
ing itself to a new standard of living, and the 
changes are all in the right direction, through 
steady work and steady consumption of commodi- 
ties. Every effort should be made to develop steadi- 
ness of operation. 

Financial machinery has been erected that 
helps this new national situation. Business will 

progress on a more 


?’~ 


an authority as the Sec- 
retary of Labor points 
out the increase of pro- 
duction by machinery 
with fewer hands. That 
is something that is 
inevitable. 

We have it on census 
figures, not as yet re- 
leased, that one million 
wage-earners in the 
past five years have 
switched from the pro- 
ducing end, in factories 
and farms to the per- 
sonal service division 
of employment. In five 
years the increase of 
employees in restau- 
rants, hotels, apart- 
ment houses and club 
houses has increased by 
one million. If machines 
can make more, then 
human consumption of 
goods can be increased 
by increasing desire for 
such goods and services. 
If such uses can be in- 
creased there is no 
great calamity ahead 
because of machine 
competition. 

The factory that can 
insure fifty weeks of 
constant work to the 
craftsman is able to get 
that labor at a less fig- 
ure than the factory 
that can give but forty 
weeks work, for labor 
naturally protects it- 
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The Reason Why 


REASER & HELBERT 
Ashland, Ohio 


Enclosed find my check in payment of two years’ 
subscription to the REcoRDER. I certainly would not 
know how to get along without it. 

I am inclosing announcement advertisement I 
used when firm was changed; also another advertise- 
ment used last week, to show you I am working along 
your idea—“To get more shoes sold right.” We sell 
more shoes from $7.50 to $15.00 than we do below 
$7.50, simply because we do not follow the line of 
least resistance of handing them out at a price, no 
matter if they are right or wrong. Where a sale will 
not make a customer, we have nerve enough to miss 
the sale and tell the customer why. They always 
come back. While the sale made just to ring the 
cash register seldom makes a repeat customer. More 
power to you. 

Respectfully yours, 
(Signed) CHARLES I. HELBERT, 
Successor to Reaser & Helbert. 


* * + 


If every good shoe merchant in the country 
would adopt and put into practice the RECORDER’S 
slogan, “getting more shoes sold right,” many of 
our hardest problems would solve themselves auto- 
matically. 

Success is oftentimes difficult of attainment 
simply because we make it so. 


Mr. Helbert is really working along the line of 


least resistance. 
Sou 6TUR a. 


President 
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even keel without the 
great peaks and val- 
leys, if every effort is 
directed toward steady 
supply and_ constant 
distribution. 

The retail merchant 
of shoes is at the end 
of the leather and shoe 
industry —that end 
which gets the money 
that makes possible the 
re-employment of all 
of the facilities of in- 
dustry to repeat the 
production and distri- 
bution of shoes. Busi- 
ness conditions are bet- 
tering because we are 
beginning to  under- 
stand the sound eco- 
nomic reason that un- 
derlies the whole 
scheme of things. 


* * * 


Never before has 
there been such intense 
interest in the style 
movement in shoes. 
Throughout the coun- 
try merchants are 
listening with both ears 
and looking with both 
eyes for authentic style 
information. Why? 
Simply because the 
public is getting more 
style wise. The public 
knows its style stuff. 
How much more should 
the merchant know? 
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Using the Sports Page for 
Men’s Shoes 


AN FRANCISCO, CAL.—A se- 
S ries of boxing contests, held 
March 23 in this city for the benefit 
of those who suffered heavy losses 
in the Santa Paula Valley flood, was 
made the occasion for some clever 
advertising by the Frank Werner Co. 
Men’s Shop. They took advantage, 
primarily, of the fact that Armand 
Emanuel, one of the contenders, had 
at one time been a salesman in the 
employ of the Werner company. 

They picked a snappy man’s ox- 
ford, named it “The Champion” and 
pictured it, with Emanuel’s likeness, 
in a paid advertisement on the sport- 
ing pages of local papers which they 
use. First, they called the attention 
of readers to the benefit contests, 
then they described the shoe, and the 
rest of the advertisement they de- 
voted to some laudatory comment on 
Emanuel. This they hooked up with 
a window trim featuring medals 
which Emanuel has won, with photo- 
graphs of fights. The shoe featured, 
they stated, had been picked as a 
winner by Emanuel himself. 

* * * 


How to Be Friendly 


OUISVILLE, KY.—Two years 

ago a couple of live wires 
started an exclusive Arch Preserver 
Shop down yonder in “Lowvil” and 
put a right smart amount of down- 
right good feeling in their work. 
They fairly oozed friendliness. They 
smiled and laughed and went about 
their duties of satisfying customers 
as if they were having a bully good 
time. They knew all about good 
merchandise, good merchandising 
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and all that sort of thing. In their 
advertising they told about them- 
selves, their shoes, their store, their 
ideas—and their success. They 
made folks like them and their store. 
They were not afraid to step out and 
shake hands with a customer, nor 
were they averse to fitting shoes. 





Fake Subscription 
Agents At Work 


A gain 


LL agents authorized to 

sell subscriptions to the 
BOOT AND SHOE RECORDER carry 
with them a letter on the letter- 
head of the BooT AND SHOE 
RECORDER, dated and signed by 
P. M. Fahrendorf, Manager of 
our Circulation Department. It 
is safe to pay money for new 
subscriptions or renewals to 
any agent who can produce 
these credentials. It is also 
safe to pay money to our field 
editor, Harry R. Terhune, 
whose photograph appears at 
the top of this page. 

It is decidedly unsafe to pay 
money to anyone else. 

Several times recently we 
have been told by merchants 
that they have paid money for 
subscriptions and then have 
never received the BooT AND 
SHOE RECORDER. If you have 
been the victim of any such 
fake agents, write to the Cir- 
culation Department of this 
paper, giving all the details, 
and the matter will be adjusted 
to your entire satisfaction. 











And recently they celebrated their 
second anniversary. They had a 
good time out of it, in a friendly 
business way. They printed their 
own pictures and those of their 
salesmen in their announcement, 
They just came right out and 
grabbed the public by the hand and 
said “Hello! Here we are on the 
job, growing and getting prosperous, 
selling the kind of shoes you like to 
wear.” Oh, yes, they have got a 
couple of names and one is C. E. 
Phillips and his side kick is H. Y. 


Fowler. sn & 


Sticker Contest Brings 
Business 


Ph Genin TENN.—“For real 
results the Sticker Contest, 
which I ran during the month of De- 
cember, proved to be a wonderful 
good way of clearing out some six 
hundred pairs of shoes,” said M. G. 
Held, manager of the Kinney store. 
Nine hundred pairs of shoes that 
would ordinarily go in the January 
sale, were picked out the first day of 
December as the ones to be pushed 
during that month. These shoes 
were identified by red_ stickers 
loosely gummed to the front of the 
cartons. A suitable prize was of- 
fered to the boy who sold the larg- 
est number of pairs of these shoes 
during the month. As the shoes were 
sold, the stickers were taken off the 
cartons, the salesman writing his 
number on the back and depositing 
the stickers in a sealed box near the 
cash register. As no track of the 
number of tsickers was kept as they 
were sold, it proved to be a blind, 
interesting fight, with the boy vho 
was way in the lead fighting his 
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hardest up to the end. These shoes 
represented accumulations of the 
past selling season, and were lines 
that would not be carried in the 
Spring, so the selling of two thirds 
of them in December went a long 
way toward reducing the stock. 


So. 8 © 


He Introduces Hts 


Salesmen 
BIT of institutional advertis- 
oA ing that was used by the Car- 
adine Shoe Co. of Memphis, Tenn., 
this spring has caused many favor- 
able comments. It was a 10 x 14-inch 
folder insert printed on good coated 
stock, and the object of the advertis- 
ing was clearly stated in the head- 

line and first paragraph: 

“We want you to become better ac- 
quainted with each member of the 
Caradine organization, whose cour- 
tesy and ability to serve you make 
buying at Caradine’s a real pleasure. 
In presenting this little folder to our 
friends and customers, it is our pur- 
pose not only to feature a few of the 
many new styles that we now have in 
stock for your approval, but also to 
introduce the individual members of 
the Caradine organization to you, 
feeling sure that a closer acquaint- 
ance will prove of mutual benefit.” 

In the center of the folder was a 
picture of R. E. Caradine, the presi- 
dent, with pictures of the six sales- 
men on the sides. I showed this to 
a number of people in Memphis who 
were not in the shoe business just 
to get their reaction. The combined 
opinion was: 

“This is a mighty smart lot of 
men. No old grouches here, for 
they all look friendly, so I bet they 
will give that good service they-all 
talk about.” 


* * * 


Price Grouping Brings 
Good Results 
ogy N. C.— Grouping 


prices is the cure for many 
merchandising ills, is the opinion of 
a deep thinking shoe buyer who has 
been working on the problem for 
Many years. Where the Ivey shoe 
departments formerly had _ shoes 
priced in half dollar jumps, from 
$10 to $18.50, there are now only 
four prices, $10, $12.50, $15 and 
18.50. In commenting on this 
change, T. H. Bryant, who is in 
charge of all the shoe departments, 
said: 

“This method has been in effect 
long enough so that I am certain of 
the many benefits derived, since its 
installation. To enumerate them— 
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I can buy better, because I buy and 
think in groups rather than in- 
dividual shoes. The sales force can 
sell easier and better with fewer 
prices. The department’s volume in 
these grades has steadily increased. 
Naturally, the turnover is better 
through more volume. We can get 
better prices from manufacturers 
through the placing of larger orders 
in definite grades. These better 
grades mean better values to the 
customers. More appreciative cus- 
tomers mean better business, and so 
the circle is completed.” 


* * * 


Advertisements On the 
Fitting Stools 


ILMINGTON, N. C.—Here is 

a new way of boosting sales 
by reminding the customers that the 
store has white shoes, house slippers, 
hosiery and the like. 

A card holder about 2 x 4 in., 
bought in the ten-cent store, is fast- 
ened to the bend of the fitting stools 
so that it comes just above the toe 
of the customer’s foot. The worded 
message is sure to catch the cus- 
tomer’s eye. These suggestions 
which are changed daily are slipped 
into these holders. 

To Manager C. H. Demend of the 
Merit store goes the credit of think- 
ing out this clever stunt. 

Another idea of his that is work- 
ing out well is seen in the window. 
In the front corner is usually a group 
of about six pairs of shoes. By hav- 
ing five pairs of brand new shoes 
and one pair of a slow mover mixed 
in, the sales of the slow number are 
greatly increased. Customers, see- 
ing this shoe in fast company, con- 
clude it is also fast and make their 
selection accordingly. 


* * * 


Sole Scouring to Order 
UGUSTA, GA.— Many high 
grade shoes are coming with 
plain sanded bottom finishes. This 
gives the shoes a fine custom ap- 
pearance, but after one try-on the 
soles lose their new look. Henry 
Cullum discovered that scouring the 
soles with fine steel wool restores 
them to their original freshness as 
it takes off every bit of the black. 


* * * 


Letting the Movtes 
Sell Shoes 


REENVILLE, N. C.—The fol- 

lowing signs in a window of 
the Blount Harvey Co. store pretty 
near tell the whole story: 
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“This size shoe is worn by Molly 
O’Day who appears as ‘The Golden 
Dancer’ in ‘The Patent Leather Kid.’ 
This sign was over a pair of shoes.” 

A large sign in the back pro- 
claimed: “We carry the best in 
‘Patent Leather.’ Don’t fail to see 
Richard Barthelmess and Molly 
O’Day in the ‘Patent Leather Kid.’” 

All the signs were printed on gold 
colored paper and were large enough 
to be easily read. Grouped around 
a window full of patent shoes were 
eighteen photos of the film. 

The success this store achieved 
from this stunt recommends it to 
other stores, either department or 
regular shoe stores. Movie theater 
proprietors will be only too glad to 
cooperate, for it gives them as much 
publicity as it does the store. 


* + 


Detailing Sizes In Ads 


EW ORLEANS, LA.—The best 
way quickly to clean out short 


lots of odds, Manager T. E. Jerles of 
the Porter Clothing Co., finds, is to 
reduce the price low enough and 
then give the complete sizes in the 
newspaper advertisement. He has 
discovered that the public does not 
readily understand published size 
charts, but they do know what is 
meant when the sizes are plainly 
printed. The size of the ad. is not 
of so much importance as the word- 
ing and position it occupies. 

Slippers are used by Mr. Jerles as 
a means of boosting the volume of 
his shoe department. He finds them 
ready sellers the year round, pro- 
vided they are given half a chance 
by being properly displayed. Last 
December he increased his slipper 
sales 80 per cent by getting the cloth- 
ing salesmen to boost slippers for 
him. A pair of high grade shoes as 
first prize and a pair of slippers as 
second prize for the most slippers 
sold through their efforts, had the 
clothing boys phoning friends and 
talking to store customers. 


* . * 


What to Do With 
Discounts 


‘INCINNATI, OHIO—This last 

year I took $1,700 in cash dis- 
counts. If I had put the amount 
back on the shelves in the shape of 
more shoes, I wouldn’t have the 
benefit of the money at all,” said 
Will Jacobson of the Capitol Clothes 
Shop, shoe department. “Instead, I 
put all discounts taken in a separate 
savings account, so in this way the 
business is gradually building up a 
fairly substantial reserve.” 











BOOT AND SHOE RECORDER 


Objects of ART 
SHOES 


We take pleasure in presenting, herewith, the 
main portion of an address delivered before the 
Allied Shoe Style Conference in New York last 
week, by Mr. Back, director of the Metropoli- 
tan Museum of Art. His talk was the most 
inspirational of all those delivered at the con- 
ference.—THE EDITOR 


MONG the reactions I have got out of your 
J industry is one that seems to me of para- 

mount importance. As I look at new shoe de- 
signs, and to me they are designs first and shoes 
second, as I see these designs following in rapid se- 
quence and with kaleidoscopic change, there seems to 
me to be a good deal of hit or miss about it. There 
seems to be lacking—you see I speak as an outsider; 
I have no axe to grind, so you have no right to throw 
anything—a steadiness of direction in the develop- 
ment of style. I don’t mean fashion. Fashion is a 
thumb-print on the top of this table as compared to the 
word “style.” The thing that distinguishes us and will 
distinguish us in the future will not be fashion, but 
only style. The great styles of art of every kind of 
costume of the past have not been matters of half years 
or three months or of changing as fast as you can, as 
much as the traffic will bear. They have been things 
of centuries, and unless your fashion contributes to the 
' gift of the century the fashion has no use except a 
quick means of turnover. 

Now, there is a quality of design which makes a 
shoe good looking, fashion or no, and there have always 
| been good looking shoes in the past, which were fash- 
ionable then, but which if worn as fashionable now 
would make us stare at the wearer. They are, none the 
less, good, and the shoe designer today can only profit 
by studying the best designs of the past, not to emulate 
the form he finds there but to find out why the shoe- 


) maker of that day succeeded in his market. 


After all, a museum such as ours contains only com- 
| modities. We call them objects of art. That dignifies 
| them; that is the primary appeal. The underlying 
thing is that they had a part to play in life in their 
time and they succeeded in the market of their day. 
They demanded a price, and people didn’t part with 
that price until they were satisfied with their dura- 
bility and worth; yes, and certain other things any one 
of which of the practical considerations you wish to 
mention, but first, last and all the time it was the ap- 
pearance of that footwear. That is your problem, and 
it is a good deal bigger one than price or anything 
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else. It is the transcending one. You can change your 
money units, you can change anything you like, but you 
can never change the fundamental appeal of design. 
That is the thing that makes you proud of the con- 
tinued ownership of an object into which design has 
entered. That is simply one reaction, in that process of 
building up a caliber of design which shall be yours to 
be proud of regardless of this year’s fashion or next 
year’s, a kind of standard of design, as we have stand- 
ards in every other line. You will find yourselves 
gradually drifting in the direction of research in de- 
sign as now you have research in acids, research in 
everything else you like, research in color, in leather, 
in wearing qualities. You will come to the point where 
you will establish studios for the study of design quite 
apart from this or that firm, but with regard entirely 
to the work of this organization and its related groups. 
So the whole lot of you will stand for that standard, 
and every member firm or member individual will not 
be able to help himself; he will have to adhere to such 
quality and work out his individual difficulty or diffi- 
culties after that. 

The artists of all times have always succeeded on 
the strength of just such a contribution of themselves. 
They have studied the best there was and have tried 
to excel. That is why we keep for centuries the things 
they made. That is your job; you are not only making 
shoes but you are making objects of industrial art. 
You must look at them that way. They are shoes sec- 
end and objects of art first. I don’t draw distinctions 
between figures and shoes. 


N the process of building up this caliber you have t\ 

things to back you up. One is the kind of materi: 
that I stand for, the historical material, that which c:: 
help you to get the emotional kick out of the object 
art you produce. The other is the fine fiber of the Ame: - 
can spirit which is bound to grow; the kind of vig: ' 
and fertility of mind and ingenuity, all those things ve 
are proud of as Americans. Those things should he 
up in a shoe design as well as in automobile or locom - 


~tive or big office building design. We stand for certa 
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Design and Color, Says the Expert, 

Make the Chief Value in Footwear 

—Public is Forcing Trade to Pro- 
duce Better Designed Shoes. 
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Museum pieces such as the gold cup, above, made by Benvenuto Cellini in the 16th 
Century, and the lacquer manuscript binder at the left, from Persia, may readily 
serve as inspirations for designers. Photos, courtesy of Metropolitan Museum of Art 


things as Americans and it doesn’t matter whether 
that happens to be in shoes or buildings. 

You must produce increasingly better. designs. The 
public is now wiser than you are. The public has called 
the bluff of industry and of distribution. All forms 
of retailing have called that bluff in the course of the 
last twenty years with a speed that nobody would have 
prophesied with any assurance whatever twenty years 
ago. 

This is partly the result of the greatly increased and 
improved general education. The reading of better 
books makes you want better shoes. Those things are 
related in the mind. They both stand for design. They 
stand for caliber. 

In the process of mechanical production we have lost 
sight of one thing that the craftsman had by dint of 
training and experience, namely, the quality of design 
which he put in the material as he handled it. He 
couldn’t do otherwise. To make an ugly thing simply 
meant to make an unsalable thing. 

Now with the other elements of price, competition, 
trick-salesmanship; with all of those things playing 
in upon the mind of the consumer he feels as though 
he were out in a heavy rain without his slicker, and 
he succumbs frequently and buys a design not quite 
as good as the one he really wanted. 


es is coming more and more to be the exception, 
and now the better designs are insisted upon even to 
the degree of increasing the original appropration with 
which that consumer started out to make his purchase. 


I have seen it done over and over again. There never 
was a time when general shopping at fifty stores instead 
of one is so thoroughly understood by women as it is 
today. Do you suppose they are shopping only for 
price? Why don’t they go to their favorite store and 
believe in it all the time and have confidence in it and 
trust it, and simply buy there willy-nilly? It is because 
they have found that in certain departments that store’s 
design judgment is not quite so good as it might be, and 
they go to some other store, and little by little those 


stores are lining up. They are teaching their buyers 
and their sales staffs to understand that main selling 
point, the chief one you have ever had in industry, and 
that is design. They are bringing them to our mu- 
seum to find out why good things are good, and that is 
so much easier to prove than why bad things are bad. 


HAT is done simply because the consumer is getting 

very wise. He or she, mostly she, is going very 
slowly when it comes to judging every commodity in 
which design enters, because she is taking time to assure 
herself that the design is right, and that happens even 
inside of the fashion which is so obligatory in every 
other way. We must be fashionable, but there are 
several ways of being fashionable, and every woman 
chooses that which not only suits her but really looks 
well. 

The design must grow out of every last factor that 
goes into the making of a good shoe. Every sixty- 
fourth of an inch in the width has something to do 
with the design. Every sixty-fourth of an inch in the 
height of a heel has something to do with the design. 
You can’t simply apply certain treatments to the sur- 
face of leather and consider that therefore the shoe is 
well designed. The use of design as a subterfuge is 
simply a slick practice, and it is in a class with certain 
slick practices in the field of law, of medicine, and sev- 
eral other places, where customarily you like to jump 
on such things. 

In many industries I have seen people run away with 
design as something that could be simply applied super- 
ficially and therefore make a good commodity into a 
better one or a bad one into a good one. Don’t look at 
it that way. Build the design from the inside out. 
Otherwise you will not achieve caliber, character, dis- 
tinction. 

By the use of design as a superficial thing, by in- 
dulging in the slick process of putting it on the outside, 
you are developing nothing more than a sport modei 
jackass. You can’t fool the public that way. They 
know these days. They are thinking of other things 
than price. 
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Figh (i olors 
T outed for 


the Summer 


4 SOUTHEASTERN’S 


Record Breaking Convention 


cle this week when the southeast corner of 
America sent its prominent shoe merchants to 
market for shoes and ideas. Every manufacturing 
center sent representatives to join in the exchange. 
Something new in conventions—a sunrise breakfast 
that started the day with at least 300 up for a real 
Southern breakfast, and at the same time starting the 
day early. 
* President W. E. Shine said this was a forum for the 
best brains of the keenest minds, both on styles and 
merchandising methods, in his opening address at the 
Monday noon session of the Southeastern Shoe Re- 
tailers’ Convention at the Tutwiler Hotel. To turn the 
merchant’s mind styleward, the luncheon was served 
while forty models walked the runway with midsummer 
shoes for men and women being displayed. The out- 
standing styles presented on the runway and in the 250 
sample rooms were, first, high novelty midsummer 
cclored shoes, reds leading, with blues and greens fol- 
lowing closely. Fancy Indian print and plain ground 
fabrics, cut-out sandals and luster pastel patterns ran 
a close second in the showing. Harry McLaughlin of 
' Cincinnati said: “Expect this summer prettier shoes 
than ever before to tickle their eye and tempt their 
purse.” 


Og sage the Magic City, performed a mira- 


HE style forum was unanimous in favoring san- 

dals. Joe Steele, who presided, gave shell pink first 
place, followed by blue and red, with white jade selling 
in higher priced shoes. Herman Rich of Birmingham 
indicated that pumps were fading, with straps showing 
strength. Walter Miller of Columbus, Ga., said that 
Southern shoe men should never forget that plenty of 
whites appealed to settled ladies. Tom Crittenden of 
Miami, speaking for six stores, indorsed colors and in 
high style indicated that black patent leather cut-out 
sandals were good punctuation of style when women 
wore fancy dresses. As the weather warms up, how- 
ever, look for printed silks. It was unanimously ex- 
pressed that the shoe industry has an opportunity for 
an extra sport season beginning in May and ending in 
August, and this goes equally as well in men’s as in 
women’s shoes. One merchant sold 600 pairs of Deau- 
villes last season to men and expected to double the 
volume this year. 


Ted Thorsen of New York indicated that dark blue 
in high style dress shoes was the fashion surprise of 
the season. Charles Fedler of Louisville urged all the 
merchants in the town to get behind definite colors and 
types of shoes and display them simultaneously. Rep- 
tiles are becoming a complicated manufacturing prob- 
lem, with mounting cost and diminishing supplies in 
view of the national demand. 


HE men’s style forum was the feature of the entire 

convention, led by Charles Brady of Atlanta, who 
said that no longer could the men’s department be 
treated like a stepchild. There was a wallop in every 
word uttered which, if applied to the operating of a 
men’s shoe department, would ring the bell on the profit- 
able side of the cash register. 

“When a certain firm,” said Mr. Brady, “sends out 
cards marked ‘Ladies shoe departments are always 
busy, why are men’s departments so quiet?’ why the 
question? First, you have to adopt a policy, and to 
stay in business today you must adhere to that policy. 
Build around a certain grade or price and stick to this 
plan. 

“Here are a few reasons, perhaps, why business is 
better on women’s shoes than men’s. First, 85 to 90 
per cent attention and interest is concentrated on wo- 
men’s shoes and probably 10 to 15 per cent on men’s. 
Salesmen are taken out of a men’s department and sent 
to the ladies’ or children’s and one man is held to serve 
all men and boys in the men’s department. Some men 
will wait and others will not. Second, trying to carry 
all lines and brands of shoes made in the men’s depart- 
ment. I can truly state that some men’s departments 
carry as many as three or four lines of top grade shoes 
when one would be enough. Third, not keeping up with 
the trend of times. I mean waiting to see if a certain 
type shoe or model goes and then putting it in by the 
time it is out of date or style. 

“Select what lines you need by records or selling 
based on prices of merchandise sold. See if you can- 
not cut your lines down at least half. 

“Don’t let your stock get in such shape that the loss 
of a single line would hurt more than 15 per cent. 
Don’t let $6 shoes run away from your best grades. 
When waiting on customers always trade up. I mean 
by this, if the customer has on, say, an $8 shoe and 
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wants a 9A, show him not less than three shoes in that 
size. This will eliminate from his mind any doubt as 
to your ability to fit him properly. When trying on 
the $8 shoe also try on the other foot a $9 or $10 shoe. 
Tell him the difference is not just two dollars, but ex- 
plain in a way he will understand the increased price 
is added value in wear and appearance. Cut out all 
special sales, but hold about two end-of-the-season 
sales. I don’t know how many will agree with me, but 
I will say the store that runs sales continuously is 
doomed and its days are numbered. 

“What makes any man mad is to buy a shoe at $10 
and next week see it in the window at $6.95 or some 
such ridiculous price. We have not run sales during 
the past ten years. Make your profit. Take stock at 
retail prices and buy from yourself at times when short 
at one price and long on another. Keep men’s shoes 
coming at all times so your trade can buy more than 
twice a year. Create a demand by style appeal. Push 


a sport season from May 10 to Aug. 25. Begin to show 
fall shoes Aug. 25. By doing this you can get an extra 
pair. You can sell your fall shoes by making it im- 
possible to wear sport shoes after Sept. 1. 


“Remember that there are just as many boys as girls 
and when you land the leader of a pack of boys it is 
usually good for about a dozen pairs of the same shoe. 
Play for this trade in the boys’ division of your de- 
partment. Boys will follow a leader like sheep. 

“The hardest job in buying 
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twenty-five cents a pair, as your odds and ends will be 
more than that. At present we are selling fifteen tans 
as against one black because we are showing them in 
this proportion. The shoe men themselves have caused 
blacks to become prominent because they have pushed 
them. Plain light shades of tan are coming back 
strong, and in the South I would suggest to let the 
darker shoes go by. Broad toes are better today than 
ever in their history. On sport shoes buy them 95 per 
cent leather bottoms, as it is impossible to dance in the 
crépe bottoms. 

“Whenever you put in a window of shoes, put a 
price on them regardless whether that price is $6 or 
$15. If you have the courage to buy shoes at any 
price, have the same courage to put a price on them.” 

Mose Cohen of Nashville pointed out the need of the 
jobber in the retail shoe trade today. In a practical 
talk he revealed information which would be an aid to 
some merchants. “Merchan- 
dise bought close to the time 





styles in all grades. Buy them 
as if you were going to sell 
them out to the last pair. Con- 
sult your salesmen on the floor 
on new ideas in style and fit or 
new lasts and patterns. They 
will take added interest if they 
feel they are factors in the de- 
partment. You should not 
forget your regular staple 
type of man who buys the 
same shoe season after sea- 
son, same size and width, 
calling for the same black or 
tan shoe. He expects service 
when he purchases. Don’t 
overlook the fact that golf 
shoes have become a factor in 
the men’s business. In our 
store we carry nine styles of 
golf shoes, two at $6, two at 
$8, one at $11 and four at 
$13, 

“Give each manufacturer 
in his grade all the shoes you 
possibly can and you will get 
better shoes and more cooper- 
ation. Don’t change lines for 


shoes is not to buy the same i 





New Line-Up of Southeastern 
Official Family 


rete -Somee P. Golden, 
a. 
Treasurer—Frank Stevens, Atlanta, Ga. 
SOUTH CAROLINA 
Vice-President—M. A. Condon, Charleston. 
Directors — Charles Scruggs, Spartanburg; 
Lonnie Miller, Florence; George Byrd, Green- 


Jacksonville, 





wood. 

FLORIDA 
Vice-President—Morris L. Cowan, Miami. 
Directors—T. W. Beagle, Jacksonville; T. J. 

Crittenden, Miami; Frank J. Carpenter, St. 


Petersburg. 

ALABAMA 
Vice-President—Herman Rich, Birmingham. 
Directors—Alfred Reis, Birmingham; H. S. 

Steele, Birmingham; C. W. Vance, Gadsden; 
E. H. Brittain, Mobile; W. E. Shine, Bir- 


mingham. 

GEORGIA 
Vice-President—Harry Edison, Atlanta. 
Directors—Jules Cullum, Jr., Augusta; Charles 

Brady, Atlanta; J. O. Steele, Atlanta; Wal- 
ter Miller, Columbus; Cliff C. Johnson, Co- 
lumbus; Louis Funkenstein, Macon; Mark 
Silver, Savannah; Mose M. Smith, Savan- 
nah; G. P. Bussey, Macon; Delacey Law, At- 
lanta; D. G. Cleveland, La Grange. 
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of need always turns faster. 
You can only make money on 
turnover and not carryover,” 
he said. “The wholesaler is 
a time saver and helps elim- 
inate the guess in buying. 
Use your’ wholesaler’ to 
shorten up the hazard of style 
gambling.” 

After the style forum, 
visits to sample rooms were 
stimulated by prize contests 
for merchants who visited the 
most displays. In tribute to 
W. E. Shine a President’s 
Dinner was given previous to 
the big smoker. At this din- 
ner leading merchants and 
manufacturers and shoe men 
discussed shoe values and 
prices. The Tuesday ses- 
sion’s principal address was 
given by Arthur D. Ander- 
son, editor of the BooT AND 
SHOE RECORDER, who, coming 
direct from the National 
Styles Conference in New 
York, brought with him the 
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adopted colors and materials which will predominate 
the fall footwear trend. The leathers were displayed 
and advice given for the shoe merchant to be three- 
minded, selling immediate shoes, expecting new sum- 
mer shoes, and reading and planning fall shoes. Walter 
Miller of Columbus, Ga., said: “If you can’t get the 
volume, be sure to get the markup. A woman pays $15 
for a hat that she carefully protects on a rainy day, 
and yet that same 200-pound woman expects to get two 
months’ service from shoes and expects them to keep 
their color and shape, and she pays only half the price.” 

Seymour Troy called for more art in footwear and 
said that the modernistic manufacturer studies ma- 
terials and their usage as an artist does his canvas 
and colors, and he indicated that a revolution in design 
is coming, due to the development in modern art. 

Following a talk on retail advertising, inspection of 
samples was resumed and some shoe men visited a 
nearby steel rolling mill. 

The big society event of the convention was the ban- 
quet at the Highland Country Club, where over 900 
were in attendance, and it was so cheerful that speeches 
were few, but music, a style show and dancing com- 
pleted the festivities. Hubert Steele captured all 
laurels with his parody, “Shoevenir.” 


The big economic thought of the convention was ex- 
pressed by Fraser Moffat, who was introduced by 
Toastmaster Nathan Marlow. He said: “I am here be- 
cause, as a tanner, I am interested in the steady flow 
of sales to the ultimate consumer of our product. Of 
the product of the American tanner, 80 per cent goes 
to make shoes for a world’s population. Therefore you 
are my most important customers. We are interested 
in the prosperity of our customers and in such a situ- 
ation as exists today it is quite proper that you and I, 
representing the three great 
branches of the _ industry, 
should sit down together in a 
friendly fashion and discuss 
frankly our problems. 

“Together we must lubri- 
cate the machinery that en- 
ters into the production of 
leather, the manufacture of 
shoes and their distribution. 
A part of that job is quite 
properly my function. A most 
important part of it is yours. 

“Now viewed in perspec- 
tive, the situation in which 
we find ourselves today is 
perfectly normal. It pre- 
sents no great difficulties. 
The essential thing is that we 
should all know the situation 
as it exists and take each 
other into confidence. May I 
suggest that when you go 
from this meeting I can offer 
no better advice than that 
you should do the same with 
your own retail customers. 

“For 30 years past the 
average production of shoes 
in this country has _ been 
about three pairs per person. 
That does not greatly vary, 
and last year the production 
of shoes was, if anything, 
slightly below this average 


other merchandise. 


leather soles. 


tail $1. 


from stock. 


Mass. 





; ¥ 
They Want to K now 


Merchants ask us where to buy shoes and 
In this space we list 


the following typical inquiries: 


H-1141 Wants men’s white canvas shoes with 


H-1142 Wants men’s moulder shoes from stock. 
H-1143 Wants American made waders. 
H-1144 Wants children’s stitchdown oxfords to re- 


H-1145 Wants women’s snappy novelties to retail 


H-1146 Wants men’s welts to retail $4. and $5. 

H-1147 Wants women’s patent leather riding boots. 

H-1148 Wants baseball shoes. 

H-1149 bay children’s shoes to retail $1. and 
1.50. . 


H-1150 Wants women’s novelties to retail at $3. 

H-1151 Wants men’s and women’s riding boots, 
cheap to medium grades. 

H-1152 Wants misses’ narrow width shoes in stock, 
with built in arch support. 

H-1153 Wants men’s hand turned dress oxfords 


Interested parties may have names on re- 
quest to Information De 
and Shoe Recorder, 207 South St., Boston, 
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per capita. You may have heard something about the 
large production of shoes. I make this statement care. 
fully, realizing that it is probably not in accord with 
your preconceived notions. There is no substantia] 
evidence of over-production. During the last few 
years the public has been fed with footwear based on 
costs that were utterly illogical. The process of chang. 
ing that situation goes slowly and the further it set 
from its base the greater the frictional resistance. [h, 
warrant of higher leather prices is sound and valid and 
I am prepared to state the facts upon which we has 
our belief.” 


An unusual feature of the banquet was the presenta- 
tion of Capt. Eddie Rickenbacker, who said that s‘yle 
was speeding up everything and that television, ,ir- 
plane and radio make the game fast and furious and 
necessitate greater attention to style. 

The principal business of Wednesday’s session ‘yas 
the election of officers. 

It was the Southeastern’s greatest social convent:on, 
outnumbering all others in attendance. It was not par- 
ticularly a buying convention, time and _ bac’ward 
weather retarding sales at retail. It was the most 
representative convention on record. It had somethin, 
doing every minute. The complete absence of booze 
was noted. 

The convention city for next year will be selected at 
a board of directors’ meeting to be held later in At- 


Will It Sell Shoes? 


[CONTINUED FROM PAGE 53] 


shoes and less of blah. When have you seen an adver- 
tisement that called attention to the need of careful 
fitting of shoes? Can you re- 
call, offhand, an advertisement 
that sold you the idea that the 
advertiser was interested in 
the welfare of the human 
foot? 

Have you seen one that told 
the woman reader that a cer- 
tain shoe color was adapted to 
a certain color of dress? That 
the new colors were so and so 
and that the trade names 
meant red, pink, blue, almost 
white, or pale mauve? You 
must admit that the average 
reader of advertisements does 
not study color charts or at- 
tend shoe conventions. She, 
or he, knows that a shoe is 
wanted to go with a certain 
dress or suit. They want to 
know just what color in the 
shoe will best fit in with the 
new raiment. 

Why, in the name of com- 
mon sense and good business, 
does the shoe trade go on t'y- 
ing higher and higher into 
realms of fancy and leave the 
earth entirely when it :t- 
tempts to sell goods? Isn’i it 
about time for all of us to yet 
‘back on the ground where ve 
belong? 


ent, Boot 
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1e 


| the by the color of the No. 1200 eyelet which is in perfect harmony 





























Ge T IS the little details that make a perfeét shoe, such as the small 





visible eyelets so essential for style and quality in footwear. 


— with the two tones of leather used. 
ness, 
| five 
into 
1 tne 
ate UNITED FAST COLOR EYELET COMPANY 
¥ ; ‘ 205 LINCOLN STREET, BOSTON, MASS. 
ge 
» we 


Look for the ‘Diamond <> Trade Mark 





Manufadurers of 


DIAMOND BRAND Visible FAST COLOR EYELETS 





| ‘HE pony express ran for eighteen months over the 2000 
mile stretch between St. Joseph, Missouri and San Fran- 


cisco. This run was made regularly in eight days, through a 

rugged country without roads. For nervy men and gallant 

horses, for adventure and hairbreadth escape, for duty done 

in peril and hardship and the constant shadow of death, there 
is nothing to compare with the pony express in 


the history of transportation. 


THE QUALITY aoe BOX TOE 


United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 


High heels and boxless toes char- 
acterized the rugged boots worn 
by American horsemen in the 
early sixties. The toe of the pres- 
ent day shoe not only retains the 
style of the last, but also with- 
stands rough usage. Quality shoe 
manufacturers are now using 


(elastic— The Quality Box Toe. 


U/C 
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Nature Is Fickle! 


Women can now wear the dainti- 
est of footwear, without danger 
of soiling. ’ 

Rainy days, mud spattered 
streets, and freshly watered side- 
walks hold fio terrors for milady.. 
She wants and is getting the new 
VULCAN POCKETBOOK 
EMERGENCY RUBBER S— 
smart as can be, and when folded 
in their case, small enough to 
tuck in her purse. She is pre- 
pared for any kind of weather. 





Be the first to introduce this new 
modern footwear protection in Style 59 
your community. ; Hi Flyer Apache Elk 
They'll sell themselves | Boys BOD - - $4.25 
oa a | Youths’ BOD - - 3.85 
Useful and sensible gifts. Little Men'sC-D-E 3.35 
EXCELLENT BRIDGE PRIZES 
Price $6.00 per dozen. 
$66.00 per gross. 
Packed 2 dozen in an _ attractive 
counter display carton. 
Black — Gray — Tan — Brown 


Vulcan Proofing Co. 
Ist Ave. and 58th Street Style 56 
Hi Spot Apacha Elk 


Brooklyn, New York | ON Sport Dinty Black 
a Calf Trim 
Boys BCD- - + $3.85 
Youths BCD - - 3.60 


a 


Packed in attractive 

waterproof bag. Net 

weight 2% oz. Fits in Milady’s 
pocketbook. 





In Stock 


April 1st until July 1st 
10 Other Boy Styles in Stock 





TEEPLE SHOE CO. 


AA aupurn Wis. 
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No. {257—Patent Mule AVI . oe 7514 — Patent 
an, ian Gomes, j é cag MY = © Step-in as illustrated, 
Parchment kid, Fan bow a Sk. oy , ar 4 = ier med ith No. 
rimmed with No. ; a = , oe iN tg OF ee Sages 

Spike and i hs seth i Cuban _heeis. 


Spike and 


The “House of Winners” 


Is At It Again ABS 
~e with : aaa , 
we, w2a—tnaue Pot THE SEASON'S NEWEST te, eatin Pt 


ison Cloth, beautiful 
, Blue, Green and Parch- 
and Parchment ment shade as illustrated. 
ue kid collar and strap 
co strap by q ; 
trim, 21/8 Spike ~ ‘rim. 21/8 Spike only. 





er ALL 
Gis ne s0-0 Pe ONE 
PRICE 


1244—Same ndian 
Print ae” No. 01247 tn “EVERY ONE A WINNER” 4 
21/8 Spike only. IN ae 


Spike only. 
REPTILES—INDIAN PRINTS—PARCHMENTS 


SEND IN YOUR ORDER 
AT ONCE! 


All shoes made with All beautiful short 


leather inuer soles ps—r 
and French corded. a ne tom. 


Sise rums. All shoes carried in 
B—3% to 8 B and C widths ‘2 


c—3 to 8 
“ one strap as a 
No. 1251—Patent center Be sure when order Also Patent. Also White 
strap as illustrated with kid. Spike and Cuban 
Water heels. 


e overlay trim. 
—Widths 


Spike and Cuban heels. 
All shoes made 
with Hamill’s Kid 
lining. 











2% NET 
10 DAYS 30 DAYS 














Ne. 1250—Mule Pump 
all over Python as illus- 
trated. Spike heel only. 
Also all over Water 
Snake — Patent—White— 
Parchment in Spike and 
Cuban heels. 


1327 WASHINGTON AVE., ST. LOUIS, MO. 
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MAKING AND HOLDING FRIENDS AT EVERY STEP 


ch /Shoer 


OTA 


BUILT WITH THE 


-SMOOTH INNERSOLE 


AN EXCLUSIVE PATENTED PROCESS MAKES THEM POSSIBLE 








AN INNERSOLE THAT 
WILL NOT CURL AT 
THE EDGES. WILL NOT 
CRACK NOR BREAK. 
WILL NOT BECOME 
ROUGH AND BURN 
YOUR FEET BUT WILL 
ALWAYS STA-SMOOTH 
AND COOL. 








i a a a a a ie | 
The Style Shoe With the Comfort Tread 














IN STOCK 


IMPORTED CALF— 
IDEAL LAST 


No. 677 BLACK 
No. 688 TAN 


een OE», A” ee ee ee ee, eE__ e_ute $6.25 














Unlike other so-called special processes, the Peck Sta-smooth process 
adds to, and does not weaken, the natural strength of a Goodyear welt 
shoe. Neither does it leave weakened seams that will let in the slight 
moisture of an April shower to wet the wearer’s feet. The Peck Sta- 
smooth Innersole Shoe is watertight at the welt seam. 


—_—. 
“Wearing -Means Believing” 


—~ 


PECK SHOE COMPANY 


WORCESTER, MASS. 
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& THE ECONOMY INSOLE | 


THE ECONOMY INSOLE A Solid Leather Insole, THE ECONOMY INSOLE 
LIP CEMENTING 


UP SETHINGMACHINE | Reinforced With Can- | jan ssuen b 
HIS machine raises | vas, On and Around 
the lips and presses | W/hich the Majority of HIS machine 

them firmly together GoopyEAR WELT SHOES spreads a rubber ce- 

until they adhere. ; ment on the inside 
Ar C Built of the channel 


A good grade of canvas, , 
TODAY lips. It is built 
either for factory 























coated on one side with a 
reliable adhesive, which 
has been slightly heated, is 
then fitted to the flesh side 


of the sole, in the channel 
P / Get in touch with the nearest 
and against the rib, pre- branch for further particulars 


or motor drive. 


paratory to the Reinforcing 





Operation. 





After channeling, 

the next two opera- 

tions of Lip Cementing 

and Lip Setting on the Econ- 

omy Insole are preparatory, 

but very necessary to the final 
reinforcing operation. 





ONO. 3 


Of a Series 

















: United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 


aE * 37 Warren 
221 North 13th 
130 Mill 
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Will your stock be in shape for the golf- 
ing season when the golfers are ? 
Style No. 554—Black Velo 
and Elk Upper, double wear, 
sport soles and heels. Made 
also in tan and Elk combina- 
tion, Style No. 54 

IN STOCK 


$3-50 


Less 2% 20 days 
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You really need it! 


7 is the Hecht sample book. It keeps you up-to-the- 
minute regarding the newest developments in distinctive 
leathers. Here are shown hundreds of samples of novelty 
leathers—and Genuine ALPINA Reptile Skins. 


Every Hecht leather combines Art with Utility. When you 
buy shoes, purses, or other products using fine leathers—the 
Hecht Sample Book will enable you to talk intelligently to 
your manufacturers about the newest leathers. You are more 
certain to pick the leathers that will sell best to your customers. 


Keep a copy on your desk. Ask us about this Book—and our 
Paris Leather-Fashion Service that goes with it! 


F. HECHT & COMPANY, INc. 


World’s Largest Distributors of Novelty Leathers and Genuine Alpina Reptile Skins 
10 SPRUCE STREET NEW YORK 


e 
PARIS 


April 21, 1923 
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Most wearers of Matrix 
Shoes for Men were first 
attracted by their style and 
value, but in wearing them 
they experienced a new 
“shoe feel” which took 
them back for another pair “just 
like these.” That was the Matrix 
patented innersole — moulded 
like your footprint in the sand. 


If you want to lift your business 

out of the shopping class and build 
up a permanent, high grade following 
of “come back” wearers, delay no 
longer in tying up with the Matrix 
Shoe for Men. Retailing at $10— 
Exclusive Agencies available. 


Makers of 
Matrix Shoe for Men 


ALDEN, WALKER & WILDE, Inc. 
East Weymouth, Mass. 


\ § WANT ANOTHER 
PAIR OF THEVE 7 


Style No. 382 

Mullin’s Trowbridge 

Black Calf Lace Oxford 

on the Matrix No. 8 Last. 

Same shoe in No. 5 Collis Style 282 


In Stock $6.25 
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FALL 1928 
AN EXTRA SHOE 
FOR A FEMININE 
NEED. AN ADVANCE 
SUGGESTION OF WHAT 
IS TO BE 


HUB GORE MAKERS 
seg re 


April 21, 1928 
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9 OLE, 


Turns 


Distinction 


Good materials and good shoemaking are taken for 
granted in ten dollar footwear. These 
—and more—are found in Hooley 
Turns... Hooley styles are known 
as profitable styles— 
because Hooley knows 
what is, and 
what is not 
salable. 


W. F. HOOLEY SHOE CO. 


LYNN, MASS. 
New York Office: Marbridge Bldg., 47 West 34th St., Rooms 854, 856 
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DID YOU EVER LOSE A SALE 


because you couldn’t fit a woman in a lower priced shoe and she 
couldn’t or wouldn’t buy the higher priced one?—or else you sold 


Thousands of women are reading in 
National Magazines that they can be 
properly fitted in ENNA JETTICK 
Health Shoes at $5 to $6 a pair. 
Scores are writing in for dealers ad- 
dresses where there is no local ENNA 
JETTICK dealer — perhaps from your 
town. 


her but lost a customer. 








| ENNA JETTICK 
Health Shoe 


Narrow and Extra Narrow Wide and Extra Wide 
“A boon to those women that have been obliged to 
either pay high prices or take poorly fitted shoes.” 

You need no longer be told that 
you have an “expensive” fool. 
Your dealer or Enna Jettick Shoes—Auburn,N.Y. 


You'll Stride with Pride in Enna Jetticks 

















If you are interested and there is no 
ENNA JETTICK dealer near you 


write 


DUNN & McCARTHY, Inc. 


Auburn, New York 
Dept. B 


The ENNA JETTICK Stock Depart- 
ment (with 100,000 pairs constantly on 
hand) makes it possible for you to cash 
in on this demand and profitably extend 
this fitting service for the first time in 
the history of moderate priced footwear. 














present day featherwei 


THE FEET DRY 


Sidewalk dampness, quickly penetrating the outer sole of the 
shoe, 


has necessitated the wearing of rub- 


bers or suffering the inevitable consequences contracted through get- 
ting the feet wet. 


TUFSKIM is so constructed as to be impervious to water and shoes 


containing full 


size sock linings cut from it are to all practical pur- 





poses damp-proof, unless the wearer be so careless as to step into 
water over the depth of the sole. 


The makers of fine shoes have used TUFSKIM for sock linings and 
heel pads over a long period and today are better customers than 
ever before. Experience has taught them that TUFSKIM reaches 
the goal they have long desired. 


Specify TUFSKIM in your next order. 


RESPRO Inc. 


PROVIDENCE, RHODE ISLAND, U.S.A. 
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“What I want to do is to sell shoes. 
That’s what I must do to make 
money and I don’t mean to let any- 


thing interfere with my selling shoes.” 


ND that, Mr. Shoe Man, is a big 
reason why you should sell with 
the shoes Dr. Scholl’s Corrective Foot 
Appliances, the sales of which have 
tripled in the last three years. This is 
your one practical means of meeting a 
condition which does interfere with 
your selling shoes. 


Most people have weak arches, foot 
troubles. 

Whether or not it’s your fault or the 
fault of the shoe you sell, while they 
wear those shoes and their feet hurt 
you are out of their good graces. They'll 
change from your store to others, just 








With this Arch Fitter 
Dr. Scholl’s Corrective 
Foot Appliances may be 
adjusted in a moment 
for an exact fit or to in- 
crease the elevation as 
the condition of the foot 
improves. 

















Easing a fallen archand 
halting its further drop with 
a Dr. Scholl appliance. 


Raising the appliance a trifle 
after a few weeks as condi- 
tion of foot improves. 
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as they did from others to yours, seek- 
ing shoe comfort. So you have weak 
arches to deal with. 


Now consider these facts: 


To insure relief, weak arches must be fitted ac- 
curately with supports carefully adjusted to 
the individual foot. This cannot be accom- 
plished with shoes which are fashioned over 
standard lasts. 

To effect correction, the arch must gradually be 
raised as the condition improves. This is im- 
possible with shoes which cannot be altered. 


Your sales people can quickly learn to fit and 
adjust the appliances. 

Our Educational Department will train them 
gratis. 

Your percentage of repeat customers will steadily 
increase as a result of this service, backed by 
a million dollar advertising campaign. 


THE SCHOLL MBG. CoO., Inc. 


Largest Makers of Foot Appliances in the World 
213 W. Schiller St., Chicago 


62 West 14th St., New York 112 Adelaide St., East, Toronto 
1-4 Giltspur St., London, E. C. 
Branches in the leading cities of the world 


Arch fully restored to its 
normal contour on third ad- 
justment of appliance. 


Dr Scholls 


Corrective Foot Appliances 
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A Splendid Assortment of Whites! 


Saqauagi 


7866—“Classic.” Ladies’ White Kid, 7864 — “Classic.” Ladies’ White Kid, 
McKay, 19/8 Covered Spike Heel, Lyric McKay, 19/8 Covered Spike Heel, Lyric 
Last, Pump, 4172/8, AA; 4/8, A; 3/8, B; Last, Strap, 4142/8, AA; 4/8, A; 3/8, B; 
24/8, C $4.50 2144/8, C 


The two smart ‘Whites’ illustrated are typical of our splendid 
In-Stock styles—ready for quick shipment on a big White season. 


There are pumps and straps at popular prices in high and medium 
heels, and, too, fine numbers for growing girls. Each style is built to 
a high standard of quality, and attractively priced. 


Many style men and successful retailers predict a big White sea- 
son—and you know the call comes quickly. Experience would indi- 
cate that the demand was “‘right around the corner.”’ 


You can order these two Whites and get them quickly. You can 
call for your “Diamond Brand”’ man and see the others, for our 


white shoe numbers are 


In Stock—Ready for Quick Shipment 


Pelevs ce. St. Louis 


Branch of I. S. Co. 
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| WHo’s WHO ON THE ROAD 


The Successful Traveling Shoe Salesman’s Good “Luck” is Attained by 
90 Percent Hard Work, Perseverance and Pluck 


W. WELLINGTON, Central Shoe 

* Company representative, states 
that business in his territory, which 
consists of seven Ohio and Kentucky 
counties, with headquarters in Cincin- 
nati, has been very good for the past 
few weeks. Mr. Wellington is out to 
beat his 1927 selling record. 


NE of the 
most per- 
severing sales- 
men of shoes, day 
in and week out, 
is Sam Phillips, 
with headquar- 
ters in Pitts- 
burgh at 505 
Lyceum Building, 
from whence he 
has traveled 
western Pennsyl- 
vania territory 
for many years in 
, Seen the interests of 
the Bob Smart Shoe Co. of Milwaukee. 
Mr. Phillips is the type of high class 
gentleman who wears with his trade 
and who gains the respect of his cus- 
tomers by giving them good merchan- 
dising counsel. 


AMES CAIN, Illinois University stu- 

dent, has been selected by Simon Ru- 
witch, representing The Commonwealth 
Shoe and Leather Co., as his sales as- 
sistant in the territory including those 
Illinois and Northwestern cities where 
the name of Simon Ruwitch is synony- 
mous with square dealing, far sighted 
business counsel and “Bostonian” shoes. 
This popular veteran in the distribution 
of men’s shoes has many successes to 
his credit in the drilling and disciplin- 
ing of successful young shoe salesmen. 


C. HUFF is 

* now carrying 
the line of the 
Conrad Shoe Com- 
pany, Brockton, 
Mass., in Michi- 
gan. Mr. Huff is 
one ‘of the best 
known travelers in 
that section of the 
country and has a 
legion of friends 
among the trade. 
Previous to his 
connection with 


LcH 
aed this company, he 


= for the Brown Shoe Company 


St. Louis. Mr. Huff is finding a 
ready acceptance for the Conrad line 
of fast-selling shoes for men. He says 
that he finds. the retail trade’ appre- 


HELEN M. HANEY 


ciate these shoes, especially since they 
are carried on the floor for quick de- 
livery. 


MMET A. BYRNE, well known 

throughout the Southern States, 
with a very large following, has re- 
cently been appointed by The Forbush 
Shoe Co. of North Grafton, Mass., to 
take the place of W. J. Hepburn, who 
recently died suddenly in Atlanta, Ga. 
Mr. Byrne began his new connection 
by exhibiting the Forbush line at the 
Southeastern Shoe Retailers Associa- 
tion Convention at Birmingham. With 
the wide acquaintance which Mr. Byrne 
already has throughout Dixie, his 
many friends assure him of a brilliant 
future with the Forbush line. 





“YES, I BELIEVE IN LUCK” 


By Hugh M. Crull, General Sales 

Manager, F. Mayer Shoe Co., in the 

April Martha Washington Mer- 
chandiser 


“Wishing and good luck seldom 
get a fellow very far. Luck 
plays an important part, no 
doubt, in a man securing some po- 
sition or an opportunity to show 
what he can do, but what good is 
this luck if a man is not capable 
of producing the right results, 
or how can a man produce the 
right results to hold down a 
lucky position if he doesn’t put 
in hours of toil and study and 
sacrifice himself on the altar of 
hard work? 

“IT am personally acquainted 
with a man who is president of 
one of the largest manufactur- 
ing concerns of its kind in this 
country. He started at the bot- 
tom; step by step he made his 
way toward the top. He arrived, 
but he succeeded by hard work, 
perseverance, studying every de- 
tail of his job and never giving 
up. Today he is fighting and 
working as hard as ever. He is 
called a human dynamo by his 
associates. He had a_ lucky 
break in getting his first job 
with the concern that he is now 
president of, but he himself made 
the rest of the luck. 

“Yes, I believe in luck. I have 
had some myself and am grateful 
for it. We want to be lucky be- 
cause we want to be successful; 
successful for our families, our 
companies and in the eyes of the 
world. But 90% of luck is hard 
work.” 











At CARPENTER, who has recently 
completed a five weeks’ trp by auto 
through Dixie for the Peck Shoe Co., 
reports a good business. Al drove di- 
rectly from Worcester to Philadelphia; 
thence to Baltimore, Washington, Vir- 
ginia and West Virginia, Kentucky, 
Georgia and Florida. 


A. WARREN- 

¢e DER of In- 
dianapolis is now 
in his territory for 
his new connection, 
Alden, Walker & 
Wilde, Inc., cover- 
ing Michigan, Ohio, 
Illinois and Indi- 
ana for this house. 
Mr. Warrender is 
regarded as a 
men’s shoe author- 
ity; he traveled 
many years ago for 
Thompson Bros. of 
Campello, Mass., and afterward for the 
Dalton Co. of Brockton. He is a “pal” 
of George W. Manson, who covers 
Southwestern territory for Alden, 
Walker & Wilde, Inc., as well as of 
Waldo M. Oakman and A. E. Rankin, 
who also represent this concern, the 
former on the Pacific Coast, the North- 
west and Chicago, and the latter in 
the old South. Joseph A. Warrender 
has a credit to his name of at least 
forty years of successful selling of 
men’s high grade shoes. Mr. Warren- 
der, as well as Messrs. Manson, Rankin 
and Oakman, are financially interested 
in Alden, Walker & Wilde, Inc. 


Joseph A. Warrender 


“They must hunger in frost, that 
will not work in heat.” 
—Walk-over Factory Prints. 


OHN ALLEN, 

who represents 
J. I. Melanson & 
Sons Corp. of 
North Adams, 
Mass., from Illinois 
west to the Pacific 
Coast, made a re- 
cent call at the 
RECORDER o f fice. 
Mr. Allen stated 
that he had been at 
the Eastern New 
England factory 
for three weeks, 
styling the Melan- 
son young folks’ line for his trade. He 
reports the addition of two new lasts. 
He is now out on his fall trip and will 
not return to his Chicago home until 
the middle of August. Among his new 


John Allen 
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What to do? 


Here’s the Answer! 


OOD window displays sell shoes. 

But unshapely shoes never make 
good displays. The problem is—how to 
keep your models shapely and so bring 
out their beauty and character. 


Here’s the answer: Fill out the little 

coupon below, pin your check for $5 SPANS 
to it and drop it in the mail. It’ll bring : 

you our special assortment of Fairy Lasts For Daytime A s Well 
—12 pairs of white short vamp toe forms, , 

sizes 4 and 5 (2 pairs of each of our 6 As Evening Wear 
different models pictured here.) If you ‘ 

require sizes other than these, we will 
supply them without additional cost. Sparkling, jeweled SPANS 


We call this our Window Trimmer’s for formal wear— plainer pat- 


Special because, with this assortment of terns in burnished metal for 
Fairy Lasts, your window trimmer can 
enhance the beauty of your display shoes. the afternoon. 


And if they don’t increase your sales, it’ll : : 
be the first time they’ve failed! Here’s SPANS are finding wide ac- 


the coupon—and there’s a pin handy! ceptance for informal Spring 
Fairy Forms are Fully Protected and Summer wear. 


' by American and Foreign Patents. 
, The pump with SPANS be- 
( 4 THE SHOE FORM CO., Inc. silences win 


Auburn, New York 


eee iain beeen lel! | 


THE SHOE FORM CO., INC. 
Auburn, New York 


DAINTY 


slipper, sure to draw admir- 
ing notice. 


PANS < 


SHOPPER 


, your regular Window Trimmer’s Assortment. 
a (If special sizes and lasts are desired, list them 
H below.) 


ays Napa Vhoes 


Wan 37.0 OO) Om vam © © ue Ou | On 


ovidenee, R, oe [ Os A. 
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creations, he reports some very snappy 

rt models in two tone elks and calf- 
skins with python and snake trims. 
He says that his customers like the 
shorter vamps on a 10/8 and an 11/8 
heel, with square toes, that 14-inch 
hiking boots are so much in demand by 
his trade that two popular lasts are 
carried in stock from A to B. He also 
anticipates a big call on a dark brown 
suede and kid combination. Mr. Allen’s 
heel heights do not range higher than 
12/8; wood, as well as leather, heels 
are used. 

















HE) salesmen for Johnston, Moul- 
_L ton, Bartley, Inc., a new concern, 
making junior women’s shoes, are now 
in their territories, and report that 
they are booking a good business on 
their new spring footwear. This is the 
line-up of the salesmen and the terri- 
tory covered by each: H. W. Modlin, 
city trade, Chicago, West; L. P. Motley, 
North and South Carolina, Georgia, 
Florida; Irvin M. Felix, Kentucky, Ten- 
nessec, Alabama, Mississippi, Louisi- 
ana; R. S. Doyas, Kansas, Nebraska; 
4 J.E. Scroggy, Michigan, Indiana; V. V. 
Smith, Missouri, Arkansas, Oklahoma; 
Asa C. Jones, Illinois, Chicago district; 
W. Bush Smith, city trade, Chicago, 
East; C. A. Muire, Virginia, West Vir- 
ginia, Delaware, Maryland; G. L. Ste- 
vens, Texas. 


























wus H. CARR, formerly with 
the Garden City Shoe Co., and 
Francis S. Cutting recently formed a 
partnership to sell the wholesale and 
case trade men’s leather slippers and 
women’s, growing girls’, misses’ and 
children’s (including little gents) Mc- 
Kay shoes, also a snappy new line of 
infants’, children’s and misses’ turns. 
’ Both Messrs. Carr and Cutting are shoe 
> salesmen “vets,” having a long and ex- 
© tensive acquaintance with the trade of 
> the country and an established clientele. 
They will represent some of the leading 
firms making the above-mentioned lines. 
Their display room and sales office is at 
Room 33, 72 Lincoln Street, Boston. 


LOUIS FREDERICK, Greenville, 
+ Pa., who-represents the Stanley 
- Duttenhofer Shoe Co.’s line of women’s 
» shoes, recently presented to the church 
' which he attends in Greenville an ex- 
quisite carving, by Alois Lang, cousin 
of Anton Lang of Oberammergau, rep- 
resenting Leonardo da Vinci’s “Last 
Supper.” This carving, with installa- 
tion and temporary reredos, cost $1,000, 
and is credited in the weekly news bulle- 
tin of the church as the gift of the Fred- 
erick family. It was stated that J. L. 
' Frederick had contemplated giving this 
» beautiful piece of statuary for a new 
church, and had made provision for it 
in a will, but when the building of the 
new church was postponed, he decided 
to make the gift at once, so that the 



































congregation might enjoy it the earlier. 





GX ROSENBERGER, who former- 
ly covered the Northwest for the A. 
E. Nettleton Co., now represents this 
house in Chicago territory—one of the 
very best trading fields in the country, 
Tepresenting approximately one-fifth of 
the country’s entire population. This 
18 a well-deserved promotion for Mr. 
Rosenberger. In commenting upon it, 
Table Talk,” issued by the A. E. Net- 
tleton Co., in a recent number, states: 
Hard work and efficient service has its 
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reward. Mr. Rosenberger is well fitted 
for the important work he will be re- 
quired to do in this territory. He is, 
first of all, a thorough Nettleton man. 
He is also a merchandiser. He under- 
stands the problems with which many 
retailers are faced. He sells his Nettle- 
ton advertising with every account, and 
in doing so helps them to build a grow- 
ing profitable business. Guy carries 
with him the best wishes of his many 
associates in the Nettleton organiza- 
tion and the congratulations of his cus- 
tomers and friends whom he has so ably 
served in the Northwest.” 





FAST WORK, JUNIUS 


Junius Sycle, vice-president of 
the Washington Shoe Co. of 
Lynn, and Southern salesman for 
the firm, was recently traveling 
on the train to New Orleans 
when he chanced to meet a cus- 
tomer who desired some Indian 
print sandals. 

Junius booked an order on the 
train, and telegraphed it from 
the train. Two days later, the 
factory started the shoes for the 
stores of the Southern merchant, 
who was delighted to receive 
them. 














ON TERRITORY FOLLOWING 
“CUBAN INVASION” 


AIL 





Joe Kealisky 


The background of the accom- 
anying illustration is the “Gomez 

uilding,” Havana’s largest busi- 
ness structure, covering an en- 
tire city block in the Cuban cap- 
ital. In the foreground, hatted 
in straw and shod in Thompson 
Bros. welts, stands Joe Kalisky, 
who covers several States in the 
Central West for Thompson Bros. 
Shoe Co., Campello, Mass. This 
snapshot was taken in Cuba last 
February when Mr. Kalisky and 
his sister accompanied several 
retail shoe merchants on a tour 
of Cuban and popular Southern 
resorts in the States. Since re- 
turning to his “ain countrie” Joe 
has visited “Thompson” head- 
quarters to obtain his samples 
and to recount the exciting expe- 
riences of his trip to the tropics. 
He was in Detroit recently book- 
ing business at The Book-Cadil- 
ac. 











85 


HE Forbush Shoe Co. devoted the 

second week in April to a Sales- 
men’s and Style Conference, which 
was held at the factory at North Graf- 
ton, Mass. The “get-together” was 
featured by an inspiring address from 
Sales Manager L. C. Hart, in charge 
of the New York office of the company, 
Marbridge Building, 47 West Thirty- 
fourth Street. Another big feature of 
the Forbush spring “meet” was a din- 
ner, held on April 11, at which Mr. 
Hart was toastmaster, and where in- 
teresting talks were given by all*pres- 
ent. F. M. aan resident and 
treasurer; Stanley F. Getuees. vice- 
president, and Secretary F. A. Ander- 
son attended the banquet. 





N. BATES, for over twelve years 

¢ with the Isaac Prouty Co., has 

recently taken on the representation 

of the Brockton Shoe Mfg. Co., and will 

cover New England and northern New 
York State for this house. 





HIL MURDOCK, who travels Penn- 

sylvania and New Jersey for Con- 
don Bros. & Co., Brockton, Mass., is in 
the New Rochelle, N. Y., hospital re- 
covering from an operation for acute 
appendicitis. On April 10, it was re- 
ported that he was improving rapidly 
and that he hoped to soon be on the 
road again. 





C G. SELLERS has recently joined 
¢ the sales force of The Menihan Co., 
with headquarters in the Leland Hotel, 
Detroit. Mr. Sellers will cover Michi- 
gan and Indiana. He is a well known 
salesman and has had a long and val- 
uable experience in women’s shoe mer- 
chandising. 





HE Field & Flint Co.’s sales force 

are now in their territories, as fol- 
lows: Clarke L. Wilcox, New England 
States and New York; Clifford L. 
Ward, Pennsylvania, New Jersey, 
Maryland, Delaware and District of 
Columbia; William G. Cushing, East- 
ern Central States; Karl B. Weber, 
Southern States; Miles H. Baker, West- 
ern Central States; Harry J. Evans, 
the Far West. All report good busi- 
ness. 





D. SOUTH, the new Brown Shoe 
¢ Company representative in Cin- 
cinnati, has made many friends in the 
trade since taking over this territory 
three months ago. Mr. South hails 
from the South, being a Texan by birth 
and having been connected with the 
Haynes-Henson Shoe Company of 
Nashville for several years. The Cin- 
cinnati office and sample room of the 
Brown Shoe Company is located at 414 
Edwards Building. 





HARRY GREENFIELD, formerly 
connected with the Peters Shoe Co. 
of St. Louis, in Detroit territory, is now 
traveling southern Wisconsin and 
northern Illinois for the H. C. Godman 
Company of Columbus. Harry Green- 
field is a practical and consistent friend 
of retail shoe merchants and is enthu- 
siastic over the complete line of in-stock 
shoes carried at the Godman headquar- 
ters. Mr. Greenfield makes his home at 
Madison, where his daughter is a stu- 
dent at the University of Wisconsin. 
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oe 


This lady wants 
to fry your 


What an old story that is to you 
Wilbur Coon dealers! Friend brings 
friend, and sales keep growing larger 
and larger on Wilbur Coon Shoes. 


Ba Lb TAs For today the woman’s great prob- 

lem is fit. And here is one line of 

ly, shoes in which she can be really fitted. 

The two-way and three-way combina- 

A made-to-measure fit tions yield a comfort for which she is 

truly grateful. Once she buys Wilbur 

Coon Special Measurement Shoes she 

keeps coming back for more, as you 
know. - 


in ready-to-wear shoes 











MEASURE FLLIN READY: 1O-WEAR sn0Oa 








AMALE:| 






21, 19 
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More than 200 Fittings 


With sizes 1 to 12, widths AAAA 
to EEEEE, you can fit any normal foot, 
and scores of feet that simply cannot 
be fitted in any otherline. Your rep- 
utation as a fit specialist keeps growing. 
Your volume grows with it. 


Real Stock Service 
Always 100,000 to 150,000 pairs 


ready for instant shipment. Here is a 
real stock service that even the most 
skeptical buyer admits is reliable. So 
reliable, in fact, that thousands of re- 
tailers purposely keep their stocks low, 
filling in every week or two. 


No SMark-Downs 


Wilbur Coon Shoes yield you a 
generous profit in cash. .not on paper. 
They sell fast. Theyrepeat. You get 
full price for every pair. 


Volume-Building 


All leathers and fabrics, fine shoe- 
making. Good style. Retail prices 
$7.50 to $11.00 on most models. 
Built-in arch supports. No slipping 
heels, no gaping sides, no wrinkles. . 
and the response to the national ad- 
vertising proves that this is what 
women want to buy. 


To retailers who want more business: 
Write for the complete Wilbur Coon 
story. It costs nothing to know. 


Reg. U. S. Pat. Off. 


37 Canal St., Rochester, N. Y. 
yl Sa 


KMADE TOMEASULE 
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“TO MEASURE CILIN READY 













Style R1993—Black glazed kid, front gore, 

beaded buckle . Price $5.75 

Style R1994—Patent leather Price $5.75 

Style R1999—Burntoaktankid Price $6.50 
Description—309 (combination) last, In Stock—Widths AAAA 


14/8 covered Cuban heel. Goodyear to EEE, sizes 244 to 11 (A 
elt. to E, size 1 up) 


LILA 


Style R1995—Black glazed kid . Price $6.00 
Style R1996—Patent leather . . Price $6.00 
Description—509 (narrow heel, stand- In Stock—AAA, AA, 5 to 


ard instep) last. 16/8 Louis heel. 9. Ato EEE, 3% to 9. 
Goodyear Welt. CEE not Stocked) 


JOYCE 


Style F1957—Black glazed kid . Price $5.75 
Style Fi958—Patent leather . . Price $5.75 
Style F1972—Burnt oak tan kid Price $6.50 


Description—209 (narrow heel, stand- In Stock— Widths AAAA 
ard instep) last 14/8 covered Cuban toEEE, sizes 242 to 11 (A 
heel. Goodyear Welt. to E, size 1 up) 


W. B. Coon Co. 
37 Canal Street 


Gentlemen: 


CJ Please send an “In-Stock” Catalog. 


Rochester, N. Y. 





C] Have your salesman call when in vicinity. 


Firm Name___ 
as Address" 


Individual’s Name _ 
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r7 and Every One of Them Picked 
—RAYNBO OTS | 


s + + Ten representative women were asked to select the overshoe 


they liked best among a group of competitive shoes * ¢ 7 all identi- 
fying marks having been removed » » » each shoe being numbered. 


x 4 ¢ The unanimous choice was RAYNBOOTS 7 7 + 
because “‘they fit so well,” they’re “‘so stylish” 7 7 7 “so 
light weight” 7 7 7 “so comfortable” 7 7 7 “so well made” 
“so much superior in the smaller details, too” 7 7 7 “their 
colors blend so smartly with the prevailing modes.”’ 


For the Same Excellent Reasons 
LEADING DEALERS Choose RAYNBOOTS 
See the CAMCO 1928 Line :— 


HIBACK RAYNBOOTS SPAT RAYNBOOTS 
RAYNSHU RAYNETTS 


Made only hy CAMBRIDGE RUBBER Co. Cambridge, Mass. | 


BOSTON NEW YORK 
186 LINCOLN ST. 125 DUANE ST. _ 317 W. MONROE ST. 
’ iw) , ii Be 


PU CEC PEE EEE a 
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May’s the Month for 
Canvas Display 


¢ HERE are 1,300,000 store windows in the 

United States. Each one is making an appeal 

to the pocket book of the public. It is esti- 
mated that the average person can pass the average 
sized window in six or seven steps. Therefore, trims 
must “talk” quickly and interestingly. Windows are 
the most effective if they anticipate events. For in- 
stance, canvas-rubber-soled-shoes-wearing time is al- 
most on the threshold. It can be pictured in advance 
window-wise with profit to the merchant. May 15 is 
straw hat day, the first call to outdoor warm-weather- 
sports’ events, as well as light weight shoe day. A 
canvas shoe window, with a flash of green symboliz- 
ing the country side, the country club, the fresh 
grass and budding trees and flowers, will make the 
person who leaves home that morning with an open 
mind as to canvas rubber soled footwear stop to look 
and consider the subject favorably. If the story of 
“Why Every Wardrobe Should Contain One or More 
Pairs of Canvas Shoes” is told convincingly, the mer- 
chandise is 75 per cent sold. 


HE canvas rubber soled shoes window presented 
herewith is an excellent model for a canvas rub- 
ber soled shoe May-time trim. It is one that is thor- 
oughly practical and is easily arranged. Crépe paper 


“does the trick.” The crépe paper employed in the 
window herewith was supplied by the Dennison Man- 
ufacturing Company and consisted of three folds of 
No. 47 jade green; two-and-one folds of No. 42 nile 
green, and one fold of No. 11 white. The first step 
in the installation of this window is to crush, or wave, 
a fold of No. 47 crépe paper and tack this across the 
background for a panel at the bottom. 

The second step is to crush one-half a fold of white 
crépe paper and tack this into place for the center panel, 
extending from the top to the lower one. The pulls, or 
Craperies, are next tacked into place. These are 
made from No. 42 nile green crepe paper. If the dis- 
play window has an open background, these pulls 
may be extended from the top to the bottom of the 
window and by overlapping the center drape with 
those on the sides, the effect pictured will be pro- 
duced by slipping an elastic band over the crepe 
paper, so that it will gather at the top of the back- 
ground panel. The base of the window is covered 
with two folds of No. 47, while the edges and corners 
are trimmed with tubes and rosettes made from No. 
11 and No. 42 crepe paper. The two shades of green 
in combination with the white make an ideal canvas 
rubber soled shoe display atmosphere. 
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Showing how the tanners displayed their merchandise at the styles conference in New York 


Lively Interest Displayed 
Jn Fall Leathers 


Council sold fall leathers to the shoe manufac- 

turers and to retail merchants at the style con- 
ference in New York, is worthy of more than passing 
comment. 

The Assembly Hall, where twenty-seven tanners ex- 
hibited their leathers, was entirely devoid of decoration. 
The necessary tables, shelves and hangers were of the 
simplest and least expensive type. Utility rather than 
splendor and a serious, wide-awake exhibition, was the 
unanimous comment. 

The marked interest shown by the trade in the sam- 
pling of leathers should serve to establish this exhibi- 
tion as a permanent feature. The manufacturer who, be- 
cause of market conditions, must buy with far seeing 
wisdom, saw leathers from representative houses side 
by side where comparison was possible, as the whole 
skin, the entire line and the salesman were all at hand. 
It also eliminated one or two trips to market which is 
a big factor. 

Kid, calf and fancy leathers were shown in attrac- 
tive colorings, and again skins were shown in combina- 
tions, featuring the eight fall colors. The absence of 
shoes was perhaps a very wise move on the part of the 
tanners’ committee, as in double displays of this kind 
the interest is sometimes diverted. 

The following statement was issued by J. J. Lyons of 


7 cen wide-awake method by which the Tanners 


the Surpass Leather Company, as chairman of the 
Tanners Council Exhibition Committee: 

“It would seem that the ideas back of the movement 
are built upon solid foundations and can be developed 
to be of real merchandising value to the entire indus- 
try. Much criticism has been leveled by shoe manufac- 
turers, retailers, and tanners toward the evils of an 
over indulgence of shoe style shows throughout the 
industry. They complain that outside of the terrific 
expense of these numerous shows that they have a 
demoralizing effect on production. Many buyers use 
these frequent shows as a reason for deferring buying 
when visited by the traveling representatives. It is 
claimed that much of this belated buying is unneces- 
sary and contributes severely to an unbalanced produc- 
tion. These factors actually create an economic waste, 
and cause a real burden on the cost of doing business. 
Despite the general dissatisfaction, no active effort has 
been made to correct a conceded abuse. 

“The textile industry and other important industries 
have seasonable openings that are outstanding events 
in their respective fields. 

“It appears feasible that the allied shoe and leather 
industry by genuine cooperation and conference fron 
all its branches can develop the lead taken by t! 
Tanners Council, and perfect plans for useful Nationa 
Spring and Fall Openings of the industry. The possi 
bilities of such a project seem unlimited.” 
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asking us 
“WHERE CAN I BUY FOOTSAVERS?” 


Are a losing the worth-while spending power of such men 
in your territory : 2??? 











Our first Footsavers for men—a real 
advertisement sales opportunity 


announcing Footsavers— Bankers, attorneys, executives, men 
the new correct shoes for °F worth-while spending power are © 
asking us, ‘““Where can we buy Foot- 


men—appeared in a full savers?” Their letters prove with 


page in the Literary Digest of March 24th facts what we knew to be true. There is a valuable 
market for this really new shoe—unique in con- 


and in The Saturday Evening Post on March struction and built to meet men’s needs today . 
and built to open a new field of profits to you. 


Want to increase 


mail brings sae volume 
e and profits? 


. e e 
inquiries / 
Many alert dealers have been quick to see the pos- 
In less than one month, since our first advertisement sibilities of Footsavers. ‘‘Footsavers are building a 
appeared, we have received an overwhelming num- high grade business for us and making customers 
ber of inquiries for further information about Foot- that will repeat,” they say. 
savers for men. Each one requests the dealer’s name In your territory there is a real opportunity for the 


where Footsavers can be purchased. And each mail sale of Footsavers for men. The letters we are re- 


continues to bring us more requests. ceiving every day prove it. We would like to turn 
these worth-while inquiries right over to you. 


Every 


As a first step, may we send you a Footsaver stock catalog and complete details of 
our Footsaver franchise? Will you do it today, while the men in your town are 
keenly interested in buying Footsavers—the unique, new shoe? 


MADE BY THE MAKERS OF BOSTONIANS—SHOES FOR MEN 


WHITMAN, MASSACHUSETTS 
Quality Shoe Makers to Men for over 50 years 





SX/}/ 


Yo 


: cA 
Cut off this coupon, —=> paste it on a postal card VW and mail it today. 





Commonwealth Shoe & Leather Co. 
Whitman, Massachusetts 
Please send me your Footsaver 


Stock Catalog and complete details 
of Footsaver franchise. 
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“RAN GOON ” 
Special wore 
B-152—Genuine Beig 
Lizard with Kid to maten. “86. 25 


“ANITA” 
Special Process 


“NORMANDY” “PRINCESS” 

Special Process Special Process 
B-158—Honey Beige Kid. os. 15 B-151— Genuine Be 
B-162—White Kid ..... 15 Lizard with Kid to Aath “86. 10 
B-153—Patent Colt “BALM” 


Special Process 


“ACE” Special P 
B-101—Patent Lea 


Leather. .. - y ze i 3 
B-1008—White Calf .... B-902—G enuine Grey 


Watersnake with patent 


Center Buckle 
leather 


B-903—Patent Leather . 


.84.75 
B-904—Jade Kid - 


“DELILAH” 
Special Process 


B-129—Patent page. ° «06.88 B-12 —~ At oy 


B-155—White Calf . . 84.65 & 
B-900—Genuine Beige 
Watersnake with kid to 
match 


“ROXY” 
Special Process 


‘Lizard, Kid Quarter to 
match, medium round toe. $6.25 

B-186-A—With medium 
narrow toe .. 


pe tall Special Process 
tent Leather. . ee 1 4 


08—White Kid 
B-1 - “MADCAP” 


Special Process 
B- 105 Jade Kid 
6.25 B-116—White Kid 





‘SIZES AND WIDTHS 


ee 


Coe eeecerreeceesccceseeeeeeseseeed 


AAA 
A 
DN esawhaeessbens60seeebens60se~ sa cee 


CS cecccereeesresesereseevesessesesen 


Twenty-five cents additional for orders of less than 


pairs. 
Terms—Net 30 Days 


THE MENIHAN COMPANY 
SHOEMAKERS FOR WOMEN 
Rochester, N. Y., U. S. A. 

Makers of Menihan Arch-Aid Shoe. 

Write for Agency Proposition. 











“JOSELLA” 

Special Process 

B-103—Patent Leather 

with Parchment Piped 
Buckle Straps .........$4.85 

B-100—Brown Kid with 

Parchment Piping on 

Straps .ocecececceccece 
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“INA” Special Process 
Combination Leather Bow 
Cuban and Spike Heel 

B-296—Honey Be: 

a" ke . - ee ° 
-208—Plaza G . 
Spike Heel on 
= Patent “Leather, 
Spike Heel 


“REGENT” 
Special Process 
Two Toes—19/8 Heel 


B- ee Satin, Med. 
Narrow 
B-154-—Pateni 


Round Toe 
ae yey Leather, 


Med. Round 


“CLARB” 
Special Process 
22/8 Heel 
B-122—Honey Beige Kid. $5.00 


B-901—G enuine Grey 


Watersnake with patent 
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Pians Well Under Way for 
Boston’s Mid-Summer Show 





Bic Shoe tind Leather Fair 
to Be Held July 9, 10 
and 11 


}osToN, Mass.—With the Easter 
1” out of the way, the management 
the Ninth Annual Boston Shoe and 
her Fair, to be held in Hotel Stat- 
er, July 9, 10 and 11 (the week after 
the ourth of July), is this week send- 
ing out to the trade its formal an- 
nouncement of the date and general 
plans of the big show. Already a large 
number of concerns in the allied in- 
dustries have sent in applications for 
rooms and display spaces, indicating 
that there is a strong and general in- 
terest in the event. In the course of 
his official invitation to New England 
shoe manufacturers, President William 
H. Bresnahan says: 

“We take great pleasure in announc- 
ing the date of our Ninth Annual Bos- 
ton Shoe and Leather Fair, and at the 
same time extending to each and all of 
you a cordial invitation to participate 
as cooperators. 

“The 1928 Fair will again be held in 
the Hotel Statler, this city, and we may 
state, in passing, that its removal to 
this fine hostelry last year, proved to 
be an excellent move from every point 
of view. Our only difficulty lay in the 
fact it was not possible to find accom- 
modations for all applicants—which is 
an excellent argument in favor of early 
action on the part of intending exhibi- 
tors this year. 

“The date of the Fair will be July 9, 
10 and 11—the week after the ‘Fourth’ 
—an ideal time alike for visting buyers 
and exhibitors. 

“This year’s Fair will follow largely 
the same general lines as the 1927 one, 
with the addition of a high grade shoe 
style revue, to be staged in the Grand | 
Ballroom. Details covering participa- | 
tion in this will be sent to you later. 
We are again to give shoe manufac- 
turers the privilege of displaying a few 





of their lines in the Grand Ballroom, 
although, as usual, the actual business 
of selling footwear will mostly be done | 
in the sample rooms. 

“Last year our Fair and its atten- 
dant hospitalities brought a record 
number of shoe buyers to Boston, and 
in view of our plans for a still more | 
elaborate three-days’ program this | 
year, we confidently count on attract- | 
ing an even larger number of our | 
friends in the retail and wholesale | 


trade, next July. Certainly the fact 
that Massachusetts shoe production in 
1927 gained seven per cent over the 
previous year should encourage all of 
us to increase our team-work.” 

The tanners and allied industries are 
to be taken care of in the Statler Ball- 
room Foyer under the same general ar- 
rangements as in 1927, and it is pointed 
out to them that the large and repre- 
sentative display by shoe manufactur- 
ers in the Grand Ballroom, will natu- 
rally be a special incentive for tanners, 
finders, and last, pattern and ornament 
concerns. 

The plans for the Fair are already 
well under way and President Bresna- 
han has appointed the usual working 
committees. 

Charles T. Heald of the Stetson Shoe 
Co., South Weymouth, Mass., is this 
year chairman of the important Pub- 
licity Committee, and former President 
A. F. Bancroft, of Bancroft Walker 
Co., Boston, is chairman of the Style 
Revue Committee. Last year, a sumptu- 
ous John Murray Anderson stage en- 
tertainment took the place of the tradi- 
tional Style Revue, but it has been de- | 
cided to have a runway display again | 
this year. 

Buford H. Jones, another former 
president, is chairman of the committee 
to assign sample rooms and exhibit 
spaces in Hotel Statler, the installation 


of the exhibits themselves being under | 
the supervision of Maior Charles T. | 
Cahill, of the United Shoe Machinery | 


Corporation, Boston. 

The Hospitality Committee (another 
very important committee) will have 
Paul O. MacBride, of the Milford Shoe 
Co., Milford, Mass., as chairman, with 
Ernest D. Haseltine, of Ernest D. Has- 
eltine Co., Newburyport. Mass., and 
Edwin T. Cady, of the Griess Pfleger 
Tanning Co., Boston, as the other mem- 
bers of the committee. 

The registration of visiting buyers 
will again be directed by Thomas A. 
Delany, secretary of the National Shoe 
Travelers’ Association, Boston. 

Every State and regional association 


| of retail shoe merchants holding a con- 


vention during the past few months 
has received telegraphic or oral invita- 
tions to be represented at the Fair by 
its members. and at the same time the 
shoe and leather and allied trades of 


the entire world have been notified of | 


the event through special letters to a!l 
American consuls and trade commis- 
sioners. Many of these officials already 
have sent acknowledgments. 


‘Washington Shoe 
Men to Resume 
Weekly Meetings 


WASHINGTON, D, 
C.—The weekly in- 
formal luncheon 
meetings of the 
Washington Shoe 
Retailers’ Associa- 
tion will be re- 
sumed next week 
on Thursday with 
a meeting at the 
Hotel Harrington. 
The weekly meet- 
ings were dis- 
pensed with in 
March because of 
the rush of Easter 
business, but Maurice P. King of the 
Cantilever Shop, newly elected presi- 
dent of the association, after consulta- 
tion with his executive committee, has 
decided to resume these informal gath- 
erings. 

The association held a meeting Tues- 
day night, April 17, in the Cantilever 
Shop, which was addressed by Harry 
H. Terhune, field editor, and 
Baker, associate editor of the Boor AND 
SHOE RECORDER. Mr. Terhune discussed 
| business conditions throughout the sec- 
tion of the country he has just covered 
and Mr. Baker gave a report on the 
| New York Style Conference. 

Mr. King, who presided at the meet- 
ing briefly reviewed shoe business in 
conditions in Washington and prospects 
for the immediate future as follows: 

“Since our last meeting, we will all 
| agree that business conditions locally 
have improved considerably. Since the 
first of April I dare say we have all 
|enjoyed better business. From my con- 
versation with various shoe men, I am 
| convinced that Easter business was u 
to expectations; in some cases, beyond. 

“With a good weather break we 
should finish out a good April’s busi- 
ness and the first of May will open up 

| our real Spring rush. 
| “There are several things locally 
| that should have a good effect upon re- 
tail business.” 

Besides Mr. King, the new officers of 
the association are: 

Vice-president, Arthur Burt; secre- 
tary, Val Richter; treasurer, I. 
Nordlinger; executive board, Henry 
Hirsh, Herbert Rich, Joseph DeYoang, 
Philliv J. Stach, Edwin Hahn, Maurice 

| Shinsheimer, Arthur Burt, I. B. Nord- 
linger and Jack Rosenberg. Committee 
on Publicity, Henry Hirsh. Herbert 
Rich and Arthur Burt. This is Mr. 
Nordlinger’s eighth consecutive year as 
! treasurer of the association. 


Maurice P. King 
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Easter Trade Good in 
: All Cincinnati Stores 


CINCINNATI, OH10—Admirable shop- 
ping weather stimulated sales at local 
shoe stores. One large retail shoe mer- 
chant reported sales at his store for 
the week preceding Easter to have 
been greater than those of any other 
one week for the past four years. Each 
store seems to be enjoying all the 
trade that can be taken care of al- 
though practically everyone is featur- 
ing something different. Light colored 
kid is best at some shops, light suede at 
others, while blue kid is among the 
best at some of the higher priced 
stores. Black patent is. very good in 
all quarters and a few pairs of fabrics 
are moving here and there. 

Light suede and colored kid are the 
best movers in the $15 to $25 class at 
The H. & S. Pogue Co. Deep brown 
kid is very good and the demand for 
black patent continues strong. 

The Smith-Kasson Co. reports kid, 
notably navy blue, as the best seller in 
the house in the $15 grade. Black 
patent is among the leaders in shoes at 
this price and some reindeer and In- 
dian Tex are being sold. Pumps are 
very much in favor. 

Light kid pumps and patent strip 
pumps are the best $10 sellers at the 
Queen Quality Shop. Some suede is 
moving and sandais are making a 
fairly good start. 

Gray kid is coming more in demand 
at Chandlers while blue, green and red 
kid, black patent and fabrics are all 
very good in the $6 grade. 

Black patent, light kid, light suede 
and Toyo Cloth are the best $3.95 mov- 
ers at the College Bootery. 


Rochester Ass’n Dances 


ROcHESTER, N. Y.—The Rochester 
Retail Shoe Dealers’ Association, and 
their friends, held an informal dinner 
dance on the evening of April 19, at the 
Rochester Club, this city. Jensen’s 
Variety Orchestra furnished the music. 
P.M. Van Deventer was the chairman 
of the affair. This association is headed 
by R. H.* Moore, president; Leonard 
Goldstein, first vice-president; Henry 
A. Reich, second vice-president; Ernest 
R. Park, third vice-president; Allan B. 
Draper, secretary-treasurer. The slo- 
gan of this organization is: “Coopera- 
tive Effort is the Keynote of Success.” 


Lloyd Succeeds Jacobs 


Boston, Mass.—Theodore W. Lloyd, 
who was for several years connected 
with the All America Shoe Shops, and 
for the past two years manager of the 
store at 79 Tremont Street, Boston, has 
joined the buyer staff of The Shepard 
Stores here as department manager of 
children’s and misses shoes. He suc- 
ceeds Ralph Jacobs, who last February 
resigned to buy and merchandise wom- 
en’s and children’s shoes for the Palais 
Royal, Inc., Washington. Mr. Lloyd’s 
connection with the All America Shoe 
Shops included an assistant manager- 
ship of the Willson’s Shoe Shon, 388 
Washington Street, this city. He came 
to Boston from the Pacific Coast. 





Kilbourne to Open Shop 


MINNEAPOLIS, MINN. (UTPS)— 
Charles A. Kilbourne, one of the vet- 
erans of the shoe business in the North- 
west, on May 1 will open the first ex- 
‘clusive children’s shoe shop in the city. 
He is now closing out Kilbourne’s Boot 
Shoe stock at 924 Nicollet Avenue. The 
new store is at 48 South Ninth Street, 
in the new Minnesota theater building. 
Shoes will be carried for children from 
six to 14 years of age. The lines of 
the Whitmore-Terrell Shoe Co. at Wey- 
mouth, Mass., will be carried. Experi- 
ence shows that a children’s stock can 
easily be turned six times a year. 


Spokane Shops Plan 
Adjustment Bureau 


SPOKANE, WASH. (UTPS)—A cen- 
tral bureau for adjustments on re- 
turned shoes is being discussed by mem- 
bers of the Spokane Retail Shoe Deal- 
ers Association. This problem of the 
retail trade is one of the most serious 
dealers have to contend with, and es- 
tablishing of a central bureau would 
provide a means of taking the adjust- 
ment out of the “I’m your friend” 
class; 
sonal acquaintance plea which many 
customers force upon the dealers to ob- 
tain adjustments. 

This bureau would do much, dealers 
here believe, toward minimizing losses 
from approval trade, a class of patron- 
age that takes a pair of shoes out, 
probably wears them to a social affair 
and then returns them as not meeting 
their requirements. Heavy losses are 
suffered by dealers in the return of 
satins a patents, especially, these 
shoes suffering more from approval 
uses. 

Tom Hunter, former manager of the 
Model shoe store here, and now with 
Schlessinger, Oakland, Cal., was a 
guest at the meeting, being in town to 
move his family to the California city. 
He was en route west from buying 
trips through the east. 

Norman Atkinson, Cinderella shoe 
polish representative, and Myron Par- 
son of Godman Shoe Co., Columbus, 
Ohio, were also visitors. Other callers 
were Jack Hall and son. Alfred, re- 
cently transferred to the Seattle terri- 
tory from St. Louis by Roberts, Johnson 
& Rand. 


Shriners Invited to Use 
Big Miami, Fla., Store 


BIRMINGHAM, ALA.—When the Shrin- 
ers convene in Miami, Fla.,.in the near 
future, at least one merchant is going 
to leave nothing undone to attract their 
favorable attention. 

Brackley E. Mooers, merchandise 
manager of the Crittenden Bootery 
Company of Birmingham, which among 
others, operates the shoe departments 
in the big Burdine store of the Florida 
city, plans to broadcast to all Shriners 
that he would deem it an honor if they 
would make themselves at home in these 
departments. having their mail ad- 
dressed to them care of the store and 
generally using these departments as 
rallying grounds during the conven- 
tion. 


eliminating the so-called per- | 





| 





Establishes Separate 
Shoe Clearing House 


SAN JOSE, CAL. (UTPS)—L. Bloom 
Sons Co., 135 South First Street, one 
of the leading retail shoe establish- 
ments in San Jose, have secured the 
lease and bought the fixtures of The 
Fashion Bootery, at 125 South First 
Street, and will conduct a shoe clearing 
house where broken sizes, short lines 
and discontinued patterns of regular 
Bloom’s shoes will be offered to the 
public at prices below regular retail 
value. 

According to the management, the 
store is confronted with the problem 
of disposing of broken lines and dis- 
continued patterns each season, as 
hundreds of patterns, colors and ma- 
terials in constantly changing styles 
must be carried in stock to meet the 
demands of the customers. Bloom’s 
state they have not sufficient space to 
properly display these lines, and de- 
cided to open a store exclusively for 
this purpose. 

Bloom’s has opened the shoe clearing 
house with a great sale, featuring about 
10,000 pairs of shoes for men, women 
and children, at prices ranging from 
$1 to $5.85 a pair. 

The special event was featured in a 
six-column advertisement appearing in 
the local newspapers and in window 
display. 


Chandler Opens New 
Atlanta Store 


ATLANTA, GA. (UTPS)—The new 
shop of the Chandler Shoe company 
was recently opened at 172 Peachtree 
Street, across from the Howard Thea- 
ter, and in the center of the new retail 
district of the city. 

The new store, which has an impos- 
ing marble front and wide show win- 
dows for the display of the latest in 
feminine shoes, is up-to-date and at- 
tractive in every way. The interior is 
decorated in carved American walnut 
and maple, with a blue and tan color 
scheme throughout, and a striking se- 
ries of bas reliefs on the walls empha- 
sizing the feminine atmosphere of the 
store. 

The store is the fifteenth opened by 
the company in the South. Eddie Kess- 
ler is manager of the new Peachtree 
branch store. 


Murphy in New Job 


PITTSBURGH, Pa. (UTPS)—G. C. 
Murphy, well known publicity man for 
the Pittsburgh Shoe Retailers Associa- 
tion, and for a long while able man- 
ager of the shoe department of the 
Oppenheim Collins Co., is now manager 
for the McCreery company in the 
ladies’ shoe department. 

Mr. Murphy is well pleased with his 
new charge and has been very busy 
with his numerous duties of being a 
first class shoe department manager 
and the local association’s livest wire 
in the matter of obtaining shoe pub- 
licity or anything else which will bene- 
fit the shoe industry in general and 
his brother shoemen in Pittsburgh and 
the local association in particular. 





Colored Kids 


A. JEAN 
Littleway 
Style R614 
Jade Kid 
$5.65 
72 Full Breasted Heel 
Widths AAA to C 
Sizes to 8 


B. BEVERLY 
Littleway 
Style R623 
Jade Kid 
$5.65 
79 Wood Roman Heel 
Widths AAA to C 
Sizes to 8 


Cc. NALDI 
Zephyrwelt 
Style R606 


Honey Beige Kid 


37 Wood Heel 
Widths AAA to C 


Honey Beige Kid 


79 Wood Heel 
Widths AAA to C 
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D. FREDA 
Zephyrwelt 
Style R609 


5.65 


Sizes to 8 
E. IRIS 
Zephyrwelt 
Style R610 


$5.65 


Sizes to 8 


F. PETITE 
Littleway 
Style R621 


April 21, 1923 


Honey Beige Kid Perlustre Maron Kid 
$5.65 6.00 
37 Wood Heel 72 Full Breasted Heel 
Widths AAA to C Widths AAA toC 
Sizes to 9 Sizes to 8 
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O’Shea’s Establish 
New Shoe Department 


LaconiA, N. H.—Guy R. Carter, shoe 
buyer of O’Shea’s, recently called at 
the RECORDER office and told an inter- 
esting story concerning the opening of 
this store’s “New Boot Shop.” Up to 
four months ago, O’Sheas’s shoe de- 
partment was located in the basement 
of this establishment. This basement | 
consisted of the shoe department, and | 
an ‘ overflow” of the men’s clothing de- 
partment. Arthur D. O’Shea, proprie- 
tor of O’Shea’s, hired a vacant store 
where all the shoe stock was disposed 
of at special sale. The basement was en- 
tirely reconstructed and is now equipped 
with new light oak fixtures, gray floor, 
with attractive figured rugs, har- 
monizing with the woodwork, and a 
fine lighting system. The basement has 
been divided into four distinct shops, 
naniely: The Infants’ Shop, The Girls’ 
Shop, The Boys’ Shop, and the “New 
Boot Shop.” The new “Downstairs 
Store” was formally opened about two 
weeks before Easter with an afternoon 
and evening fashion show, which was 
enthusiastically received by the public. 
The New Boot Shop is doing a splendid 
business in its new quarters. It carries 
men’s, women’s, and children’s shoes. 
The proximity of the boys’ and girls’ 
shoe and clothing stocks enables the 
younger set to purchase entire ward- 
robes on this floor. 


Baker Opens in Houston 


Houston, Tex. (UTPS)—The Baker 
Shoe Store was opened here the first 
week of April at Main and Prairie 
Streets. ‘The manager of the new store 
is W. P. Keeter, an experienced shoe 
retailer. 

The interior decorations of the store 
are of a soft brown, while the windows 
are finished in American walnut. 

Souvenirs of a purse set containing 
a mirror, bob-comb, and file, were 
given out on the opening day. 





New Spokane Shop 


SPOKANE, WASH. (UTPS)—Popular 
price shoes will be featured by the 
Percey-Beck Shoe Co., S10 Howard 
Street, which opened April 4. This is 
the former location of Eggert’s who 
are in new quarters. The store has 
been remodeled and a complete repair 
department has been installed. 


Put Live Snakes and 
’Gators in Window 


CINCINNATI, OHIO (UTPS) — More 
shoppers paused before the show win- 
dows of the Potter Shoe Company, Cin- 
cinnati, during the first half of the 
week of April 9, it was said, than ever 
before in the history of the organiza- 
tion, due to a unique exhibit conceived 
by Miss Maude Steelman, window dis- 
play manager of the firm. 

The display centered in a large glass 
case of live snakes and another filled 
with alligators, about which were ar- 
tistically grouped shoes of the newest 
reptile leathers, with neat cards telling 
of what kind of leather each was made, 
such as “Python,” “Cobra,” and the 
like. 

The snakes and ’gators were loaned 
to the store management by the Cin- 
cinnati Zoological Gardens, whose 
management intimated that similar 
displays might be arranged by other 
firms in the Ohio Valley provided suit- 
able cases for the snakes were fur- 
nished and the Zoo’s instructions fol- 
lowed out. 


James Brown Dead 


Fort WortH, Tex. (UTPS)—James 
Brown, 53, a resident of Fort Worth 
for 25 years, most of which time he 
was engaged in the shoe business, died 
at his home here April 8 and was bur- 
ied in the Hebrew Rest Cemetery. His 
widow, a son, Julian Brown, and a 
daughter, Miss Cecil Brown, survive. 


Pacific Northwest Ass’n 
to Meet June 25 to 27 


SEATTLE, WasH. (UTPS)—Shoe 
dealers here are accorded considerable 
credit for the calling of the first annual 
convention of the Pacific Northwest 
Shoe Retailers Association. The con- 
vention is to be held in Seattle June 
25, 26 and 27, according to C. A. 
Shuart, newly elected president of the 
Seattle Shoe Retailers. 

It is expected that this will be one 
of the largest conventions on the Pa- 
cific Coast this year and shoe manu- 
facturers, manufacturers’ representa- 
tives, distributors and retailers are co- 
operating to insure the success of this 
first Northwest convention. It is ex- 
pected that between 1500 and 2000 shoe 
merchants will be present. 

The new Northwest association em- 
braces Washington, Idaho, Oregon and 
Montana, and in addition it is expected 
that large delegations will be present 
from California and British Columbia. 
Full program will be announced 
shortly. 

The new officers of the Seattle Shoe 
Retailers’ Association are C. A. Shuart, 
Allen’s Shoe Co., president; F. E. 
Powell, Buster Brown Stores, vice- 
president; Edward N. Phelan, secre- 
tary of the retail trades bureau, sec- 
retary; F. C. Wells, Florsheim Shoe 
Stores, treasurer. 


Seligman’s Sells Out 


SPOKANE, WASH. (UTPS)—One of 
Spokane’s best known shoe stores, Selig- 
man’s, owned by H. F. Seligman at 
W411 Riverside, has sold its $20,000 
stock to Kemp & Hebert, department 
store, which disposed of it in a special 
sale in the pre-Easter week. Razing 
of the Granite building, a pioneer 
structure, to make way for a new med- 
ical and dental building, forced Selig- 
man’s to vacate. Pending selection of 
a new location Mr. Seligman is retir- 
ing from the trade. 








The ‘Trend of Hide Prices 
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Shoes by courtesy of 
LaValle & LoPresti 
632 Broadway, New York, N.Y. 


Made of Vode White Kid with 
trimming and heel covers Vode 
Kid Radyante No. 551. 


‘t 
5 


| 


As usual 
—White Kid 
shoes will be 
the favorites this 
Summer. 


Your orders should 
specify Vode White 
Kid — for three good 


“pepe for N um 1 ER 


It is very strong and will 


eae: © ypyite Lode KID 


quality. 


The Standard Kid Co. 


' 209 South St., Boston, Mass. 
' 100 Gold St., New York, N. Y. 


and branches 


SS OS, mC 
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The trade mark There is only one line of 
genuine 


is registered in the U. S. Pat. Deauerth, Goodale, 


Office, as the property of the and the genuine always bears 
Goto Suiirrer Company. REG US PAT OFFICE our stamp. 


The use of the name Weaumitl Dandaka, or any con- 


flicting therewith, on footwear other than that of the GOLO 
SLIPPER COMPANY, is a violation of our rights. It is our 
purpose to protect these rights to the fullest extent of the law. 


INSIST ALWAYS ON THE ORIGINAL AND GENUINE— 
THE PRODUCT OF 


GOLO SLIPPER COMPANY 


MAIN OFFICE BRANCH SALES OFFICE 
129 DUANE ST., NEW YORK 1634-1635 REPUBLIC BLDG., CHICAGO 


i 
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IN STOCK—IMMEDIATE DELIVERY 


Trixie Frankie 
Patent Patent 
White Kid White Kia 
Parchment Kid 
Spike and Cuban Parchment Kid 
C Wide Spike &€ Cuban—C Wide 
i, Also Frankie Pump 
: as above 
Patent, Brown Python 
Trim 
Lucille 
Patent 
Fancy Indian Cloth, Spi - 
Parchment Kid Trim Spike € Cuhan—C Wide 
Sethe end Cubes Also Lucille one strap 
i C Wide as above 


r 
Patent, Grey Python 
Trim 


dete a o Babette 
atent, aske eave 
Cloth Underlay Patent 
Patent, Brown Python White Kid 
Underlay Black Satin 
Spike & Cuban—C Wide Spike € Cuban—O Wide 


Also Dolly Strap Also Babette Strap 
as above as above 


W onder ful Values—$3.00—less 5% 30 days 


Other Snappy Novelties Continually In-Stock 


Aronson Bros. Shoe Co. Inc. 


Saleemen: Several 
tories are coon for thle fost town Boston 213 Essex St. Mass. ” then 13 pairs of a style. 
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Jeanne Mule 
Second Mee (B Grade Construction) 
Patent Leath 
(A Grade Construction) “Spike yr ad 
Patent Leather Patent . 
Spike and Cuban AA-C yee 
$4.00 $3.60 No initial 
Patent, with metal Light Parchment Kid ee ae 
ornament Red Kid ys ae : 
Black satin, with metal White Levor’s ities 


ornament 
Spike and Cuban AA-C 
$4.25 





Righe Pusienent Kid Annette 
pike A- he 
Mallinson’s Printed Silk , Patent ather _ 
? Spike and Cuban AA-C 
Spike AA-C 
; ene —— Black Satin 


$4.35 
Silver Kid Spike AA-C 





Spike AA-C | Oita $4.35 


MERCHANTS SHOE CO. © 57 Lincoln St., Boston 








Tri — Vl Imported 
wich ste U/l English Field Boots 
Prize Contest GF 9 
i In Stock 


indow ° Made of high grade willow 
calf, heavy sole, full leather 
lined blucher cut, six eye- 
es lets, straight leg. A boot 
) SO PRL that can be properly worn 

het ~ for dress or field service. 
White Battn Your trade will recognize 

a splendid value in this 

boot. In stock—C widths 
Dealers are capitalizing on the Cape- —7 to 11. D widths—5% 
zio nation-wide prize contest. A Con- to 12. 
test window display stimulates inter- 
est in your store—means local pub- 
licity and actual business. 


Our new catalogue will be 
sent on request 


$19.50 


Get YOUR window in early. Contest Style B-89 . 
closes June 15th. If you are not al- Per Pair 
ready a Capezio dealer, write at once 
for further information. 





209 WEST 48*ST. 
COLT-CROMWELL CO., INC. 
gale sisted 1239 BROADWAY NEW YORK CITY 
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A SNAPPY OXFORD—A PRETTY STRAP 


Two of our best Dickory 
Dock sellers for Spring. 


Orders now taken for delivery 
April 15 to May 1. 





TRUITT BROTHERS, Inc., Binghamton, New York 











A Nouvelle made by the C. P. 
Ford Co., Rochester, in a pat- 
ent leather one strap. 


f ACQUIRE the reputation for Style Leader- 
ship is one thing—to maintain that reputa- 
- tion is quite another! 


The FORD organization has not only acquired 
that reputation but is still maintaining it from 
month to month and year to year. The model 
here shown is an indication of the outstanding 


leadership of FORD creations. 


We shall appreciate an opportunity to show you 
the full line of FORD achievements for this sea- 
son. 


C. P. FORD & CO., INC. 
ROCHESTER, NEW YORK 
Detroit Office: Burns-Gray Bldg—Ray Wegman 


Chicago Office: 1815 Republic Bldg.—Ray McCarthy 
New York Office: 441 Marbridge Bldg.—Jack Galway 
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GREELEY BOUDOIRS 


The good taste shown in the 

design, manufacture and fin- 

ish of my boudoirs has earned 

endorsement of some of the 

most particular buyers in the 

trade. If you want the 

best in boudoirs address 

IN your orders to me. If 


STOCK your jobber cannot sup- 


ply you, write me. 








36 Pair Cases 


A. W. GREELEY 


12 Duncan Street - Haverhill, Mass. wy: 











yd 
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WHERE TO BUY 
Men’s Shoes 
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NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
H. W. COOK, President 
Syracuse, N. Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 








Stacy Adams Co. 

Manufacturers of 

MEN’S FINE 
SHOES 


Brockton, Mass. 

















——— J 


BOSTONIANS 


SHOES FOR MEN 


COMMONWEALTH SHOE & LEATHER Co. 
WHITMAN, MASS. 








GSE 


50 STYLES IN STOCK 
EMERSON SHOE MFG. CO., Rockland, Mass. 
Write for catalogue today 














HENRY LILLY CO. 
110 Duane St. New York 
AUCTION TRADE SALES of 


SHOES and RUBBERS 





Every Wednesday and Friday 














©) ror MEN 
M. A. PACKARD CO., Makers (P) 





Shoe Market News 


in the Boot and Shoe Recorder 





NATIONAL NEWS 


SATURDAY, APRIL 21, 1928 


EVERY WEEK 





Buying Spurt 
Follows Good 
Easter Trade 


Merchants Need More Shoes 
to Replace Those Sold Dur- 
ing First Warm Spell 


LYNN, Mass.—An uncommon num- 
ber of orders came by mail last week, 
indicating that merchants needed ad- 
ditional shoes. A few more lucky 
breaks in the weather, like the bright 
and sunny Easter week-end which 
blessed a number of big cities, will roll 
Spring and Summer sales up to a new 
high peak. 

It is noted, by the way, that some 
merchants are specializing on week-end 
sales, and, in so doing, request makers 
to produce a special line of shoes for a 
week-end sale. Often these orders are 
placed Monday morning, and the shoes 
are made and delivered in time for the 
sale. There are a few records of the 
production of such lines of shoes in 
two days. 

Reports of advances in prices at re- 
tail, even to the breaking and increas- 
ing of the so-called “fixt” prices, cheer 
up manufacturers. Tanners _here- 
abouts continue to operate slowly, 
awaiting the rise of prices of leather 
and shoes, and sole cutters continue to 
report a scarcity of leather and conse- 
quent high prices. 

Modernistic effects, appearing in the 
smart lines, present squares, blocks, 
rectangles and triangles or geometric 
effects in multiple colors. A modernis- 
tic effect is freely described as one so 
new and novel that one did not expect 
to see it. 

Boots, of the Congress type, novelty 
patterned and novelty gored, will be 
tried for Fall. Designers already are 
walking on models. These new boots 
slip on and off with ease, and fit as 
smooth as a stocking about the ankle, 
like the Congress boots that grand- 
mother wore. Only they are styled up 
so much that grandmother never would 
recognize them. 

Patents, whites and beiges, and then 
the fancy hues, is a common report on 
summer shoes. One line of leather 
shows eight beiges, six blues, three 
greens, reds racing for brightness, a 
lavender, several tones of tan, a gray 
and metallic hues. Besides there are 
the art grains. This gives an idea of 
the many styles of leather. Shaders are 
being used by tanners to tone down 
their colors for Fall. Some think they 
will go down to a cocoa shade, while 
a few expect a bit of_mahogany. 

So many buckles, or fastenettes, are 











being used on straps that buttons are 
now rare items in some shops. Straw 
sandals, in open. shank, novelty 
strapped patterns, are a leading style 
with Colella & Leighton. Art fabric 
shoes were much in demand last week, 
printed linens being the favorites. 
Three-inch heels are wanted on re-or- 
—. according to the Washington Shoe 
0. 


Big Gains Shown in 
Brockton Production 


BROCKTON, Mass.—Production in the 
plants here still continues to far out- 
strip last year’s figures. For the first 
three months of this year, total ship- 
ments from the known shipping centers 
amount to 107,691 cases, with approx- 
imately 4000 more cases shipped by 
truck which are not included. Figures 
for the corresponding period of a year 
ago were 91,116 cases, making a known 
gain of more than 16,000 cases. 

Last week for the fourth successive 
week shipments passed the 10,000 mark, 
the actual figure being 12,338 cases 
Last year for th® same period the ship- 
ments barely passed the 9000 mark. 
January, February and March of this 
year all have surpassed last year’s fig- 
ures for the same month, showing a 
steady, consistent gain for the three- 
months period. 

The gain has applied both to the fac- 
tories turning out the high grade work, 
the third grade lines and the fourth 
grade footwear. Noticeable increases 
are reported in the sales of women’s 
shoes by the few concerns here en- 
gaged in that work. 


Spats in Cincinnati 


CINCINNATI, OHIO—The Brown- 
Warner Manufacturing Co., manufac- 
turers of men’s spats and women’s fine 
leather purses, recently moved their 
office and factory from Franklin, Ind., 
to 217 East Eighth Street, this city. 
W. W. Warner, president, announces 
that they are now in position to manu- 
facture 100 dozen pairs of spats daily 
and are at this time making up next 
Winter samples. 


Leather for Flying 


PEasBopy, Mass.—Tanners here tel! 
of an increasing demand for leather to 
be made up into coats, helmets and 
other apparel for fliers. This follows 
upon the considerable production of 
leather for motor coats, such as the 
stout coats which are worn by drivers 
of trucks and the light, smart coats 
that are worn by folks who follow the 
sports. This use of leather, of course, 
cuts into the supplies for shoes. 
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Panama Straw in Shoes 


BROCKTON, Mass.—President Walter 
Pp. Field of Field Bros. Shoe Co., is 
displaying one of the most novel ‘shoes 
seen here in many months, a sport de- 
sign, the vamp of which is built en- 
tirely of panama. The light straw is 
used in both the natural, tan, brown 
and blue, and, made up on a list which 
the company calls The Sport. It is 
proving a nobby seller, particularly 
when turned out in contrasting though 
harmonizing colors. The shoe is being 
turned out with both leather and rub- 
ber soles, the former being supplied 
with special golf spikes for golfing 
and sporting wear. 


March Showed Good Gain 
in Cincinnati Factories 


CINCINNATI, OHI0O—Shoe manufac- 
turers in this section were very busy 
filling immediate delivery orders during 
the last two weeks of March but as 
Easter approached orders slowed down 
considerably. At present writing, most 
manufacturers have only enough orders 
on hand to keep their factories busy 
for one to three weeks but manufac- 
turing officials are getting a little more 
optimistic as to what the next few 
weeks will bring. March of this year 
showed a gain over March of last year 
at most factories and February was 
reported to have been from 10 to 75 
per cent ahead of the same month of 
1927. 

The factory of The P. Sullivan Shoe 
Co. was very busy in February and 
March but production has been slowed 
down a little until officials can better 
ascertain what the trade is going to 
favor most for summer sales, Will Sul- 
livan reported. A few orders are com- 
ing in at present, Mr. Sullivan said, 
and the most notable among them is a 
very large order from an eastern house 
for alligators that will be retailed at 
$8 to $10. 

The Big K Shoe Co. is working on 
misses’ and growing girls’ shoes for 
May delivery, Mr. Jacobs, sales man- 
ager of the firm reported. Black 
patent is taking best with the trade 
although a little colored kid is being 
called for. The most popular pattern 
is a one-strap effect with colonial 
tongue and having the appearance of a 
pump. The Big K Co. has announced 
it will not make men’s stitchdowns 
after July 1, at which time it will 
start making welts. 


Joins Agency Staff 


LEWISTON, Me.—The Ray Mills 
Advertising Agency of Lewiston, 
Me., has added a new member to the 
staff. Walter Johnson, formerly a stu- 
dent of Meyer Bott College of Com- 
mercial Arts, brings the kind of experi- 
ence that will be of value to clients. 
The Mills Agency does work for several 
of the well known shoe manufacturers 
of Maine, and Mr. Mills, himself, was 
formerly connected with the Emerson 
Shoe Co. of Rockland, Hartman Shoe 
Co. of Haverhill and the concern that 
was formerly Lunn & Sweet Co. of 
Auburne, Me. 





Haverhill Manufacturers 
Report Renewed Buying 


Effects of Easter Retail Trade Being 
Felt 


HAVERHILL, MAss.—Reports from the 
big retail centers of a successful Easter 
trading period have brought encour- 
agement to the manufacturing branch 
of the industry and already a stimulus 
in buying is experienced. Cutting ac- 


tivities have picked up somewhat and | 


salesmen now on the road with the new 
late season samples hope to stir up a 
considerable volume of new business. 
The roadmen report the retail mer- 
chants displaying more interest in their 
lines and beginning to anticipate future 
requirements. 

The white season now approaching 
is apparently to introduce white kid in 
large quantities. White kid is being 
cut in many turn plants. Contrasting 
leather trims are to be used in some 
instances. Snakes and reptilians will 
be popular late season numbers, it is 
predicted. Black satin, black velvet, 
and some black kids, are showing in 
blacks with the ever-popular patent. 

Patterns are not greatly diversified 
from earlier season numbers. Cut-outs 
and open shank numbers are generally 
moving. Ornamentation by use of ap- 
pliqued materials in contrasting leather 
also is a feature. 


No Connection Between 
Two Counter Companies 


Boston, Mass.—A similarity in the 
names of two men has given rise to 
the rumor that there is a financial con- 
nection of some kind between the In- 
ternational Counter Co. of this city, of 
which Charles D. Malaguti is treasurer 
and general manager; and the Liberty 
Counter Co., recently organized, of 
which Ferdinando Malguti is treasurer. 
“We desire to inform the trade,” says 
Mr. Malaguti of the International 
Counter Co., “that neither I as an in- 
dividual, nor the International Counter 
Co. has any connection with the other 
company whatever.” 


May Form New Firm to 
Take Over Factory 


LOGAN, OHIO (UTPS)—Steps are 
being taken by several interested par- 
ties to organize a syndicate or corpora- 
tion to take over the assets of the 
Bringardner Shoe Co., of Logan, which 
went into the hands of James E. But- 
ler.of Columbus as receiver about three 
months ago. The plans have not been 
fully formulated and are still in a 
tentative stage. The date for the sale 
of the assets of the company has not 
yet been fixed by the court. It was 
found that the real estate had not been 
abstracted and this will require some 
time. It is believed that a date for 
the sale, during the first half of May 
will be set. The appraisal shows the 
assets of all kinds valued at about 
$250,000. 
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WHERE TO BUY 
Men’s Shoes 
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am. HAND LASTED 
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BROCKTON, MA S$. 7 


WHERE TO BUY 


Men’s & Women’s 
Slippers 














PARISTYLE FOOTWEAR MFG. CO., INC. 


Factory and Salesrooms 
West 25th St., New York Ci 


40-46 
HIGH GRADE TURN MULES and D’ORSAYS 
Satins, Kids, Brocades and Fancy Patterns 


$27.00 per doz. HA 
Cataleg 
e sent on 
request 


Two Strap Sandal 
Cc, D & E—2%-9 
In Stock 
No. 3-2 at $2.35 
MORAN-HERMANN- 
McMANUS. INC. 
Auburn, Maine 
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WHERE TO BUY 
Children’s Shoes 
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“ELAM”’ 


Flexible Turn Shoes 
For the Jobbing Trade Exclusively 


F. S. ELAM SHOE Co. 


ROCHESTER, N. Y. 
Boston Office: Statler Bldg., Room 532 
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WHERE TO BUY 
Shoe Price Ticket Holders 














POLLY CLIP 
For Shoe Price Tickets 
—— AT ANY ANGLE 


shoe sto ‘Gross $5. 
grose Check with trial order. 
‘und if unsatisfacto 

M. D. POLLINGER co. 
416 Victoria Bidg., St. Louis, Mo. 
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WHERE TO BUY 
Ballet Slippers 
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Im Stock Black Bal- 
let Slippers 
Ladies’ 1.25 pr. 

sses’ $1.20 pr. 
Childs’ $1.15 pr. 
BLOG SHOE CO., INC. 
147 Duane St., 
New York, N. Y. 

















BALLET SLIPPERS—IN STOCK 
of the unusual kind 
Bi02 Bik. Kid Hand Turn 

Soft Toe 
ere 6 to 1i—$1.35 
t -40 





Also Hard Toes 
evens & paapan. Inc. 
oetntio’s in Ballet Manufacture 


No. 1ith St., Philadelphia, Pa. 


BALLET SLIPPERS 
Made on ge and Left Lasts 
Miss. Child- 

No. 600 Black Kin” _ 45 1.40 1.35 
No. 604 White Kid..1.75 1.70 1.68 
it Prices Slightly Higher 


BROOKS SHOE 
MFG. CO. 
Philadelphia— 


1725 No. 6th St. 
Los Angeles—1162 So. Hill st. 



















STOCK 








. uw 
Sumitn 
@ALLETS 
Rights and Lefts 
Two Grades 


Wos. Miss. Chi. 
$1.50 $1.45 $1.40 
1.85 1.30 1.25 


In Stock 
325 West Monroe 








wmM. 
SUMNER 
SMITH 
Chicago, Il. 








HAND TURNED, BLACK KID 
BALLET SLIPPERS 


IN STOCK 
Women’s, $1.35; 







Send 
Ram ly a ° 
ROTH & ROSENBERG SHOE CO. 








124 N. 3rd St., Philadelphia 








John S. Allard Now with 
The B. F. Goodrich Co. 


NEw York, N. 
Y.— The B. F. 
Goodrich Co. an- 
nounces that John 
S. Allard, well 
known for his sales 
and sales promo- 
tion work in the 
rubber footwear 
industry, has been 
placed in charge of 
sales of a special 
division of the 
Footwear Depart- 
ment of the Good- 
rich company. His 
headquarters will be in this city, at 50 
Thomas Street, which is the new down 
town sales office of the Rubber Foot- 
wear Division. 

Mr. Allard comes to the Goodrich or- 
ganization from the Converse Rubber 
Co. Prior to his connection with Con- 
verse he was sales manager for the 
Sportoccasin Co. (now The Abbott 
Co.), of Yarmouth, Maine, makers of 
high grade golf and sport shoes for 
men, women and children. 





John S. Allard 


Counter Pasting 


Uniform results with a material sav- 
ing of paste are obtained with the use 
of the USMC Pasting Machine—Model 
E. It can be placed on either side of 
the Rex Assembling Machine or on a 
bench, whichever is the handier for 
the operator. The paste is constantly 
agitated and thus kept at the right 
consistency by the grid being immersed 
each time the counters are pasted. Be- 
cause of the slowness of the operation 
and the untidy conditions resulting, 
hand pasting with a brush is now sel- 
dom seen. 


New Store in Newport 


CINCINNATI, OHI0O—The Madden Shoe 
Co. recently opened a new store at 
Eighth and Monmouth Streets, New- 
port, Ky., and will carry a complete 
line of footwear for men, women and 
children. Madden now operates several] 
stores in Greater Cincinnati. 


New Shoe Stores 


The Atlas Shoe Co., 122 Market 
Street, Newark, N. J. (19th store). 

A. B. Fisch (The Ninth Street Boot- 
ery), Sioux Falls, S. D. 

R. J. Hertz, 9 East Broad Street, 
Hazleton, Pa. 


Reynolds Off to Europe 


PROVIDENCE, R. I.—William Reynolds, 
Jr., of the Reynolds Company, is plan- 
ning to sail for Europe from New 
York on May 11. His first objective 
will be France, but he will also visit 
the other style centers of Europe in 
search of new ideas and merchandise. 
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To Move to Whitman 


BROCKTON, Mass.—The Crawford 
Shank Co. of Montello has begun the 
removal of its business to Whitman 
where it will be located in the much 
larger and more modern plant of the 
United Shank and Findings Co. Both 
companies are controlled by the United 
Shoe Machinery Corp., and the trans. 
fer is made to consolidate the two 
plants under one roof. All of the 
Brockton employees will retain their 
positions after the removal. 

























































Several New Stores 
Opened in Detroit 


DetTrRoIT, Mico. (UTPS)—The con- 
ing of spring has seen the opening of 
several new stores in Detroit. Deal- 
ers are fully prepared to enter on their 
twenty weeks’ drive of intensive s=ll- 
ing. 

A new store for S. L. Bird & Son 
has been opened at Grand River and 
Joy Road. This is their fifth store, 
and they are featuring Red Cross shoes 
for women. 

The Ames Co. has refinished its 
building after its recent fire and is now 
open for business again at the same 
location, 1275 Woodward. 

Nisley’s new Detroit store, located 
at 1219 Griswold, between Grand River 
and State, ‘also opened up recently. 

The Pack Wolin Shop, Ince., 1432 
Washington Boulevard, has entered the 
retail shoe trade by adding a shoe de- 
partment to its line of women’s fur- 
nishings. 

Some time before Easter a shoe de- 
partment is to be opened at Rubird’s, 
1235 Griswold, to be operated by Mr. 
Lieberwitz of 9021 Twelfth Street. 


Frank Hecht Back 


New York, N. Y.— Frank Hecht, 
chairman of the board, F. Hecht & (o., 
Inc., leather merchants, New York, has 
just returned from a six weeks’ tour of 
the leather markets of Europe. 

Mr. Hecht states that fall indica- 
tions point to a still bigger demand for 
reptilian skins—chiefly lizard, alliga- 
tor, watersnake and python. A new 
leather brought over by Mr. Hecht is 
aurium kid for evening wear—a = . 
mery, delicate blending of old gold a 
silver. 





James B. Ford Is Dead 


NEw YorRK City.—James B. Ford, 
vice-president and director of the 
United States Rubber Co., since the 
formation of the company in 1892, died 
at his home here recently after a iwo 
days’ illness of pneumonia. He was 82 
years of age. He had to his credit 60 
years of service with companies that 
were taken over by the United States 
Rubber Company. Although a man of 
wide interests, and despite his ad- 
vanced age, he gave to the company a 
full day’s work at his desk at 1790 
Broadway every business day until he 
was stricken by the illness that caused 
his death. He was unmarried. 
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Dance Slipper Contest 


New YorK—Capezio, manufacturer 
of ballet slippers, is conducting a na- 
tion-wide contest to all dancing stud- 
ents under which contestants are to 
describe in not more than 100 words 
their experience wearing Capezio Con- 
cave Arch Slippers and submit a pho- 
tograph in dancing costume. The con- 
test closes June 15. The prize is a pair 
of gold brocaded slippers. The contest 
is being advertised in dancing maga- 
zines. 


Stetson Salesmen Hold 
Semi-Annual Conference 


Boston, Mass.— The semi-annual 
conference of salesmen of the Stetson 
Shoe Co., of South Weymouth, Mass., 
was field last week, two days being de- 
voted to a gathering at the factory and 
the last meeting, April 12, being held 
here in Boston. During this conference 
the en familiarized themselves with 
the Stetson line for Fall and many of 
them now are in their territories with 
the new line of samples. 

The last day of the conference was 
devoted to a discussion of the publicity 
program which includes radio broad- 
casting. Dan Tuthill, general sales 
manager for the Eastern District of 
the National Broadcasting Company, 
addressed the salesmen in the morn- 
ing. This was followed by an elaborate 
luncheon at the new Parker House, at 
which the feature speaker was Graham 
McNamee, well known radio announcer. 
At 2 p.m., the guests were taken to the 
Houghton-Dutton Studio of WEEI 
where they saw and heard the well 
known Weymouth Post American Le- 
gion Band broadcast a program of pa- 
triotic airs. 

This band, better known as the Stet- 
son Band, will go on the air every Sun- 
day evening at 6 o’clock, beginning 
April 29, over the fifteen stations of 
the National Broadcasting Company’s 
network. 


To Make New Grade 


Brockton, Mass.—The M. A. Pack- 


| ard Shoe Co. started April 23 on the 
' manufacture of a new line of third 


grade shoes following agreement on 
prices for such work with all of the 
local unions. The company plans to 
produce about 600 pairs of these shoes 


| to supplement its line of high grade 


welts which it has manufactured for 
many years. The M. A. Packard is the 
19th Brockton concern to add this 
slightly cheaper grade of shoes to its 
regular line or to manufacture this 


| type of shoe altogether. 


French Cording 


It is the aim of every shoemaker to 
produce a tight round corded effect on 
his French bound shoe uppers. ‘This 
result is only obtained when the gal- 
loon is tightly pulled around the edge 


+ of the upper material and securely 


pressed down. The Rapid Folding Ma- 
chine—Model G—produces this effect 
very efficiently even on small curves 
and sharp corners. The machine is 
easy to operate and does its work so 
thoroughly that “picking up” of the 
galloon is practically eliminated. 





Lape & Adler Co. 
Announces Record 
Business in March 


CotumBus, On10—The Lape & Adler 
Co. announces that shipments during 
March of this year reached a high 
point never before achieved in the his- 
tory of the company. New accounts 
have been added and old accounts have 
increased their volume, says a state- 
ment issued by the company. Officials 
believe that April will run a close sec- 
ond to March. 


Pittsburghers Stage 
Open Forum Meeting 


PiTTsBuRGH, Pa. (UTPS) — The 
March meeting of the Pittsburgh Shoe 
Retailer’s Association was held at the 
new Del ’Mont Bootery of Al. Schmidt 
at 3229 West Liberty Avenue, Dor- 
mont, Pa. 

The meeting was addressed by Cal. 
Mench, president of the Middle Atlan- 
tic Shoe Retailers Association, who cau- 
tioned the shoe men present against 
becoming alarmed at present business 
conditions or at present apparent “hard 
times,” showing them that there is 
nothing fundamentally wrong with the 
economic condition of our country and 
that poor business being experienced 
now is only in the nature of surface 
tendencies toward depression caused 
by temporary ills. 

A part of the meeting was devoted 
to an “Open Forum” discussion and 
the benefits being derived from the co- 
operative advertising and publicity 
plan which was running in a local 
newspaper as a pre-Easter feature 
under the direction of G. C. Murphy, 
were gone over and it was said at that 
time to be “pulling” well. Mr. Murphy 
of McCreery & Co., obtained a large 
amount of publicity space in special 
sections devoted to the advertising and 
shoe information secured by the local 
shoemen. 

Al. V. Holbrook who recently re- 
turned from Bermuda showed moving 
pictures of his trip, which together 
with a comedy, took three hours’ time 
and gave the assembled shoemen an 
evening which was pronounced one of 
the “best yet.” 

Al. Schmidt had a banquet which 
was a veritable “Feast of the Gods” 
and despite the fact that it was rain- 
ing heavily in “Sunny Dormont” the 
night of the meeting. a large crowd as- 
sembled at the city store of Al. Schmidt 
and piled into cars to be carried over 
the newest “Liberty Bridge” which the 
City of Bridges now boasts and which 
torether with the Liberty Tubes. an 
$11,000.000 citizens bond issue project 
connects the South Hills district and 
the down town section of Pittsburgh 
most favorably for the merchants, giv- 
ing 350.000 persons a quicker means of 
transit to and from the city. The new 
bridge. which costs $4,000,000, was in- 
spected by the shoemen as they trav- 
elled over it and through the tubes en- 
route to Schmidts new store. Al. 
Schmidt had two large floats in the 
celebration which marked the opening 
of the bridge just a few days previous 
to the meeting. 


WHERE TO BUY 


Women’s Novelties 
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One of many $3.50 Sellers! 
B4305—Bik. sat. metal ornament 
inlaid with 5 pure white spark- 
ling rhinestones. 14/8 cub. 3/8 C. 
B-4307—Same 19/8 Spike (not 

breasted). Rush your 
order and ask for latest 
circulars. 
Samuel Cohen 
Shoe Co. 
72 Lincoin St., Boston, Mass. 





$2.40 net 








Latest Styles at 
Popular Prices 














Leave it to Louis 
Halpern for Style 
and Price on 
Women’s Novelty 
McKays. 

Send your orders and de- 
scribe the shoe you need 


Louis Halpern Shoe Com- 
pany, ine.. 147  Lineoin 
Street, Boston, Mass. 














WHERE TO BUY 


Store Fixtures 


GOOD WINDOW 
FIXTURES 
Desiyners and Builders 


Sfure 


Cc. L. GOODWIN & CO 
WORCESTER, MASS 


— 
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WHERE TO BUY 
Slipper Supplies 
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POMPOMS AND ROSETTES 
The right merchandise at the right price. 
Samples sent on request. 
HY-GRADE SLIPPER SUPPLY CO. 
693 Broadway New York City 








DO YOU KNOW? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 
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WHERE TO BUY 
Shoe Buckles 


i eel 


TriFaRt & De ALTERUS 
Importers and Manufacturers 
CUT STEEL BEADED 
RHINESTONE 
° SHOE ORNAMENTS 


101-103 West 37th Street, 
New York City 





V<——VEITH — > y 
CUT STEEL— E 
IMITATION STEEL 
j BEADED ; 

SHOE BUCKLES 


T A. & H. VEITH, INC. T 
4 —I mporters— 
9-11 East 38th, New York 
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CUT STEEL 
BEADED RHINESTONE 
“Decidedly Different” 
Importers 
MAISON MANN, INC. 
formerly 
BAUER & MANN 
3 West 29th St., New York 
bb be be be be be, be, bn, be be be be bn, bn be be, bi, de, dn, be bn, be de 
ee eh he he he he he he he he be hth ho bh he he he hi hh bn 
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WHERE TO BUY 
Standard Shoe Materials 





The One 
Waterproof 
Leather That 
Takes and Re- 
tains a Polish 


CREESE & COOK CO. 
Tanneries at Danversport, 95 South St., Boston, Mass. 


t Virginia 


The best raw materials contribute to 
Uniformity. 
Pulp Products Department 
WestVirginia Pulp & PaperCompany 
Detroit NewYork Chicago 
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Colored 
Chrome 
Sides 


& Cobb, Ine. 











Omission in Ad 


In the double page advertisement of 
the Huntington Shoe & Leather Co. in 
the Boor AND SHOE RECORDER of April 
14, there was an unintentional omis- 
sion of the price to the trade of $4 per 
pair and the widths and sizes in which 
the shoes shown are carried in stock. 
Each of the six shoes is carried in 
sizes 6 to 11 in the B, C and D widths. 








Impromptu Style Show 


RocHEsTeR, N. Y. (UTPS)—Mc- 
Curdy’s displayed a rare stroke of 
genius last week in staging an im- 
promptu and at the same time rather 
exclusive “style show” of its own with 
the aid of the leading society matrons 
and debbies of the city. 

The show was put on in the shoe de- 
partment under the auspices of the 
Chatterbox Club, the very exclusive so- 
cial organization of the very, very ex- 
clusive ladies of Rochester. Hundreds 
crowded into the department Friday 
and Saturday afternoon to watch the 
social lights, brilliantly gowned, dis- 
play the latest creations of shoeland 


| brought to the city by James F. Olm- 


sted, buyer. The show, according to 
Mr. Olmsted, who conceived the idea 
and through his wide acquaintance 
with Rochester’s social set succeeded in 
inducing the Chatterbox Club to put it 
on, was a decided success. 


Deauvilles Big Easter 
Sellers on Coast 


Los ANGELES, CAL. (UTPS)—Deau- 
villes were the “big thing, in all col- 
ors,” for Easter, R. A. Baker of the C. 
H. Baker shoe store reports. A full 
page advertisement of Deauvilles put 
them over, selling an average of 100 
pairs of white daily, and all told 300 
pairs daily of colors during the week 
before Easter. 

“The solid whites and solid tans were 
the biggest sellers,” Baker continued, 
“but all colors, the white and green, 
and white and red combinations, sold 
and sold and sold.” 

The Baker stores, after Easter, are 
featuring Deauvilles in their window 
displays, expecting and enjoying a con- 
tinued sale for spring and summer 
street and sport wear. 

Solid black and solid tan Deauvilles 
for men’s sport wear also are featured. 
These have all crépe rubber soles, and 
also all leather with rubber heels. 


New Nettleton Shop 


INDIANAPOLIS, IND. (UTPS) — The 
Gaines-Nettleton Company, Inc., have 
opened their new exclusive men’s shoe 
shop at 114 West Washington Street, 
in the Claypool Hotel block. The shop 
will feature Nettleton shoes and will 
be operated independently by Frank E. 
Gaines, of this city. The shop does not 
have the appearance of the ordinary 
men’s boot shop with the conventional 
fixtures. The stock is concealed in 
paneled wall cases of old English wal- 
nut with sliding doors, and the fitting 
chairs are of the club type, comfortable 
and individual. The atmosphere is 
that of a club rather than a retail shoe 
shop. 

Mr. Gaines is a shoe dealer of 
twenty-five years’ experience. He has 
been employed in various shoe fac- 
tories, has sold shoes “on the road” and 
has conducted his own retail establish- 
ments in Indianapolis and Louisville, 
Ky. He is widely known throughout 
the trade, in the Central West, and 
prior to his coming to Indianapolis was 
associated in Louisville. B. W. Kirsh- 
baum is interested -with Mr. Gaines in 
the new enterprise. 





Columbus Factories 
Get More Orders 


CoLuMBUS, OHIO (UTPS) — Shoe 
factories of Columbus are preparing 
for a rather busy season during the 
coming two months as there is a better 
prospect for trade during the months 
of May and June. A better feeling has 
developed among retailers generally 
and dealers are buying more freely, 
mostly for immediate shipment. 

Factories in Columbus are operating 
with a fairly good force of workers, 
With the traveling salesmen on the 
road business is beginning to gain mo- 
mentum and several of the factories 
expect to be at full capacity within a 
short time. 

The H. C. Godman Co., operating a 
number of plants in Columbus and 
Lancaster is at full production in all 
of its plants. Travelers from this com. 
pany started out for the fall season 
April 9, carrying new samples. Ac. 
cording to Salesmanger J. Elmer Jones 
prospects for the fall season are very 
bright. Shipments from the factories 
are going out in large volume. 

The Riley Shoe Manufacturing Co. 
another Columbus factory, is also 
starting a new season with good pros- 
pects. The travelers left recently car- 
rying a line of sport and fancy models 
for the between seasons trade. This 
line is very attractive and includes 
many combinations of contrasting col- 
ored leathers. 

The Edwin G. Smith Shoe Co. is an- 
other factory to be operating at good 
speed, supplying the Nisley chain of 
retail stores. This company operates 
a branch factory at Newark, Ohio, un- 
der the name of the Midland Shoe Co. 
A number of new lasts have been an- 
nounced by the company recently. 

The Lape & Adler Co. is carrying on 
an intensive promotional campaign 
which is getting fine results, according 
to officials of the company. This con- 
cern is on a full production schedule. 

The Columbus Shoe Co., makers of 
children’s footwear, is also doing very 
nicely as far as manufacturing is con- 
cerned. Manager Louis Thoman re- 
ports that the increased production, 
started about six months ago, is being 
maintained. 


New Ground Gripper 


Los ANGELES, CAL. (UTPS) —A 
Ground Gripper shoe store in San 
Francisco was opened this week by 
Clarence Fontius, owner of two Los 
Angeles Ground Gripper shops. The 
Bay City. store is located in the well 
known Phelan Building on Market St., 
center of the shopping district. 

Fontius’ great success in Southern 
California has been due to his ability 
to discover and meet the demands of 
the trade, and to his thoroughness and 
merchandising skill. 


Incorporates His Store 


Detroit, Micu. (UTPS)—Leo J. Dil- 
lon, well known shoe dealer of Royal 
Oak, northern suburb of Detroit. has 
merged his business at 518 Svuth 
Washington Street into a stock «on- 
pany under the style Leo J. Dillon, In- 
corporated. 
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‘From Toes 
to Heels” 


RIM FEET—that’s what the girl of today 

demands from toes to heels. Style is upper- 

most in her mind. Today I. T. S. new Super- 

Quality Heels are meeting this style demand with 
long wear and resiliency added. 


Shoemakers are daily replacing run down heels 
quickly, profitably and smartly with I. T. S. Super- 
Quality rubber heels. Less work for the shoe- 
maker and popular demand are the factors that 
make I. T. S. heels the dealer’s choice everywhere. 


Six Exclusive Advantages: 


1. Now, and from now on—I.T.S. 
Heels are Super-Quality 


2. Up-to-the-minute outlines. 


3. Service every _ of shoe with 
only 20 I.T.8. sizes. 


4. Quick application; no preparing 
of lift, no cement. 


5. Always tight, neat job; concave- 
convex shape does it. 


6. A clear guarantee to you and 
your customer of more satisfac- 
tory wear—or a new pair. 





The I.T.S. Co., — oO. 













Have Your Heels /RUBB: Shoes Will Wear Longer. 
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“M* ONE great regret is that I did not come with the 








The Better 
Job 








J. C. Penney Company sooner.” 

We hear this frequently in our organization. And when 
we ask why, the answer comes down to this: 

“Because I have done better here than I ever dreamed I 
could do elsewhere. If I had realized the possibilities earlier, 
I should have been that much further ahead now.” 

You have a good job. Would you be satisfied with it 
if you knew you could have a etter one? Don’t you owe 
it to yourself and your family to make sure that you have 
the dest job you are capable of handling? Learn the facts, 
at least, about the J.C. Penney Company Plan—which has 
built the largest department store chain in the world and 
has built the fortunes of hundreds of men at the same time. 

Twenty-five years ago Mr. Penney started this business 
with one store and an idea. The idea was: ‘Those who 
help to create the profits should share in the profits.” 
Whenever a new store was opened, a salesman was pro- 
moted to managership, with an interest in the business. 

On this basis, our sales have grown to $151,954,620 last 
year, with 954 stores now and more than 100 stores being 
added every year. Each store is managed by a co-partner—a 
promoted salesman. This man has a good salary—but that’s 
not all. Without financial investment he also has a substan- 
tial share in the earnings of his store, and he has an oppor- 
tunity to share in the earnings of a// our stores. 

Weare growing so fast that we need more young men who 
can be trained to manage stores and become co-partners. 
What kind of young men? The kind that will quickly develop 
into first-class executives if given half a chance. Here we 
give you every chance; you can’t grow too fast to suit us. 

We invite confidential correspondence from the best 
young retail salesmen (or managers) in the United States. 
We require retail experience in selling men’s wear, drygoods 
or shoes, age between 25 and 35, character without a ques- 
tion mark, a good general education and a definite pur- 
pose. It will pay any man like this to write our nearest 
office for our new booklet, “Your Next Ten Years.”’ Be 
sure to give your age and experience. 


She J. C. PENNEY Co. 


330 West 34th St. Russ Bldg. 1010 Pine St. 
New York City San Francisco, Calif. St. Louis, Mo. 
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Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., on 
Monday of the week of publication in order that advertisements be published same week. 


Otherwise insertion will be put over to the following week’s issue. 

When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 

Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts 


POSITIONS WANTED 


4c per word. Minimum Charge 75c. 


LINES WANTED 


4c per word. Minimum charge 75c. 


ALL OTHERS 


7c. per word. Minimum Charge $1.25 


ALL DISPLAY SPACE 


Five dollars per inch. Allow 45 words to an inch 




















SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 


—— 











Rare Opportunity for 
Real Salesmen 


Two Distinct Specialty Selling 
Programs Combined in One. 
Men’s and boys’ work and dress shoes. 

Complete high grade stitchdown line. 
Both lines extensively advertised. 
Large floorstock carried at all times. 
Unusually liberal commission to the live 

re producer. We have some good open 
territories for real salesmen. Give full 
information in writi: 

D-420, 

care Boot and Shoe Recorder, 
207 South Street, Boston, Mass. 


SALESMAN 


with proven record to repre- 
sent manufacturer of men’s 
medium priced quality shoes. 
Western Pennsylvania, Illinois 
and Indiana territories now 
open. Possible opening in 
Northwest district. 

Address D-428, care Boot and 


Shoe Recorder, 207 South St., 
Boston, Mass. 


SALESMAN WANTED 


With established trade in the following 
territories: 


OHIO MICHIGAN 


To sell a well-known line of popular 
pesoed Pennsylvania made shoes. 
Children’s, Misses’ and Young Ladies’ 
Welts and McKays. Women’s Welt 
Arch Supports. 

Infants’ and Children’s Turns and 
Stitchdowns. 

In making application, state territory 
covered, who represented for last three 
years, and shipment. 


Address .D-437, care Boot and Shoe 
Recorder, 207 South St., Beston, Mass. 

















SALESMEN WANTED 


To carry a side line of medium 
priced novelty felt and leather 
slippers for an old _ established 
manufacturer in the following 
States: Pennsylvania, Alabama, 
Mississippi, Louisiana, Kansas, 
Missouri, Minnesota, Iowa, Ne- 
braska, Kentucky, Tennessee. Com- 
mission basis, monthly settlements. 
Give full particulars and references 
in first letter. 


Address D-447, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


Shoe Salesman Wanted 


The SINBAC organization, manu- 
facturers of the Helthy-Fut Line 
for children, is ready to entertain 
applications from a number of ex- 
perienced salesmen. If you have 
a following among the retail trade 
and have clearly demonstrated you 
can sell shoes we shall be glad to 
hear from you. Write in confi- 
dence, giving full details as to lines 
earried and territory traveled. 
Address SINBAC, 211 W. Monroe 
St., Chicago, Ill. 


Our production will warrant us 
putting on a few additional 
salesmen in the following terri- 
tories: Georgia, Iowa, Arizona, 
New Mexico, North West. Want 
salesmen who work their terri- 
tory close to carry our line ex- 
clusively. First letter give ter- 
ritory covered in detail, present 
connection, shipments 1926 and 
1927. 


Ramsey’s “They Cannot Rip” 
347 Rider Avenue, New York City 








SALESMAN WITH FOLLOWING 
AMONG VOLUME TRADE TO 
SELL AN IN STOCK LINE OF 

AND GIRLS’ . 


Cc 
AND SHOE RECORDER, 239 West 
39th St., New York. N. Y. 





To ey salesmen we offer the real oppor- 
tunity sell our fast moving ee line 

of ~ A style and sport footwea 

tories: Northern New York State, Penneylvania, 

Ohio ‘and part of Michigan. ‘Straight com- 

mission basis, full details in first letter. 


Merchants Shoe Co. 
57 Lincoin St., Boston, Mass. 








Have opening for territory of De- 
troit and vicinity. Substantial « 
tablished trade. Rare opportuni 
for the right man. Give all details 
in writing D-443, care Boot and 
Shoe Recorder, 207 South Street, 
Boston, Mass. 














ALESMEN 


No objection if handled as side line. 


rticulars in first letter. Address D-415, ~~ 


‘oot and Shoe om 239 W. 39th 


New York City, N 


wanted in all territories to sell 
on commission basis the latest novelties and 
staples in men’s, women’s and children’s felt, 
satin and leather slippers, soft and hard soles, 
for an old established concern. Only those need 
reply who can furnish best references, and can 
sell to good accounts in case lot quantities. 
Give full 


ALESMAN WANTED:—A grand opportun- 
ity for experienced resident salesman with 
a good following to handle a 
Shoe Linings. Open territory—Chicago, St. Louis, 
Philadelphia, Cincinnati, Columbus and New 
York State. Straight commission. Address 
D-421, care Boot and Shoe Recorder, 
South St., Boston, Mass. 


S 


line of welt shoes, of 25 styles, carr 
stock. Immediate delivery. Address 
care Boot and Shoe Recorder, 207 Sout 
Boston, Mass. 


line of Cotton 


ALESMAN WANTED—We have an « 


for successful salesmen to handle a w 











ALESMAN to carry our line of Sentry Shoe 
Trees to the wholesale and department store 


trade, commission basis. Goldsmith Mfg. 
Providence, R. I 


ALESMAN WANTED:-—-We have an open- 
ing in several states for a side-line salesman, 
carrying our line consisting of a 
of shoe novelties and spats. Applicants must 
submit references with their first letter. 
dress D-409, care B and Shoe Recorder, 
207 South St., Boston, Mass. 


eneral line 


ALESMEN WANTED—To sell on c 
sion basis our strong line of children’s 


Fall line ready about May Ist. Fol! 
territories: Indiana, Western and S 
Ohio, Michigan, Iowa, Nebraska and Cx 
No objection to non-conflicting side line. 

men capable of adding to present list 

counts need apply. State past expgriet 
give references in first letter. ic 
treated as confidential HERBST sie i 

CO., Milwaukee, Wisconsin. 
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—~SALESMEN WANTED 


—_— 





ANTED—Experienced salesmen in Middle 

West, Western and Southwestern States, to 
carry as side line, medium grade children’s and 
misses’ genuine Goodyear Welts. State experi- 
ence and territory in first letter. Address D-417, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 





IDE line for shoe salesmen, beautiful samples, 
selling at sight. Liberal commission. Re- 
orders protected. State references. Advise 
territory. Address D-423, care Boot and Shoe 
Recorier, 239 W. 39th St., New York City, 
N. Y 


AL! SMEN WANTED for Indiana, Missouri 
ani Kansas. Must reside on territory and 
travel by auto. Children’s and women’s welts, 
McKsys and stitchdowns. Large stock depart- 
ment. Commission basis. Will consider appli- 
cations of men who carry a_non-conflicting 
line. Address D-424, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 








ALESMAN for Texas. Must reside on terri- 
tory and travel by auto. Children’s and 
women’s welts, McKays and stitchdowns. Large 
stock department. Commission basis. Address 
N-42°, care Boot and Shoe Recorder, 207 South 
St., Yoston, Mass. 





SALESMEN WANTED 


We have a few desirable territories open, par- 
ticularly Pacific Coast, Texas, Wisconsin and 
The fastest novelty line of shoes out 

st. Louis. Strictly commission basis. 


BARRACK SHOE CO. St. Louis, Me. 











GALESMEN with established trade to carry 
line boys’ Welts and McKays. Manufac- 
turers’ IN STOCK proposition. Six per cent 
commission. May be carried as side line. New 
York, Philadelphia, and Middle West. Address 
D-442, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 


ALESMAN—Commission basis. Connecticut 
and Michigan. Address D-446, care Boot 
and Shoe Recorder, 207 South St., Boston, 
Mass 


ALESMAN Wanted—For Brooklyn and New 

Jersey. First rate man with established 
trade. Commission basis, five per cent. Boys’ 
popular priced McKays and Welts. Full line 
men’s dress shoes welts. Full line Men’s work 
shoes McKays and welts. Child’s, Misses and 
Grown Girls pumps and_ shoes. . Lampert 
Shoe Co., 97 Reade St., New York City, N. Y. 
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LINE WANTED 


LINE WANTED 








right line across. 


After fourteen years with my present line in Greater New York, I am about 
to make a change. I am in close contact with the Retail trade and can put the 


Address D-452, care Boot and Shoe Recorder, 207 South St., Boston, Mass. 














Important to Manufac- 
turers of Women’s Shoes 


A real Salesman, splendid reputa- 
tion, widely acquainted with best 
buyers in Middle and Northwest 
will be open May Ist to represent 
responsible manufacturer of Turn 
or Welt Shoes that will appeal to 
the better trade. Address D-432, 
care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 











ANTED SHOE LINE—Men’s, Women’s 

and Children. Michigan and Indiana ter- 
ritories. Good experience in Shoe Business. 
Address D-439, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 





INES WANTED—Stock Shoes for Connecti- 

cut. Men’s, omen’s or Children’s. Ad- 
dress D-441, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 





LIVE wire of proven ability looking for im- 

mediate connection with women’s popular 

priced McKay manufacturer for volume trade 

in the entire west. Address D-445, care Boot 

ood Shoe Recorder, 207 South St., Boston, 
ass. 


LINE WANTED—Men’s work line solely for 
volume buyers; Men’s dress welts for vol- 
ume buyers; Ladies novelty line for volume 
buyers; close outs of every description for cash 
buyers. For fifteen years I enjoyed the con- 
fidence of the best trade in Ohio and Michigan. 
Adequate references furnished. Address D-450, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 








ALESMAN WANTED—TO REPRESENT 
ST. LOUIS DISTRIBUTOR OF IN 
STOCK WOMEN’S NOVELTY SHOES IN 
ARKANSAS. R. J. MHerchenroeder, 1224 
Washington Ave., St. Louis, Mo, 





WANTED—Salesmen with established trade 
to sell our popular line of Men and Women’s 
Boudoir _and House Slippers on commission 
basis. Can be carried with a non-conflicting 
line and must have a following amongst depart- 
ment stores and volume buyers. State partic- 
ulars and references with application. Wear 
Well Slipper Company, Inc., 107 Hudson St., 
Jersey City, N. J. 


MILWAUKEE Manufacturer of Men’s and 

Boys’ snappy styles in Calfskins and Kips 
has the following territories open for real sales- 
men on a 7% commission basis. Write full 
particulars with application. All correspondence 
in confidence. Kentucky, Alabama, Mississippi, 
Arkansas, Iowa, North Carolina, South Carolina. 
Address D-453, care Boot and Shoe Recorder, 
189 W. Madison St., Chicago, III. 

ALESMAN WANTED: To carry men’s in- 
. Stock line, twenty-six numbers, calf $3.50, 
kips $3.15. Terms, 4% 15 net 30. Commis- 
sion 6%, on basis of 75% of commission earned 
on accepted orders each week as drawing 
account Established territory, two hundred 
active accounts, excellent opportunity for man 
who s willing to work. Territory: Pennsyl- 
vania, east of Altoona; New Jersey, south of 
Rahway Communicate direct, giving refer- 
ences. Dover Shoe Co., Dover, N. H. 
ALESMAN WANTED: To carry men's in- 
’ Sto line, twenty-six numbers, calf $3.50, 
kips $3.15. Terms, 4% 15 days net 30. 
Straight commission, 6%. Territory: Colorado 
and Nebraska. Give full details, including 
teferences in first letter. Address D-455, care 
Boot and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 











LINE WANTED—A factory line of women’s 
shoes — by a successful shoe man — with 
fifteen years’ road experience. What have you? 
>. H. Wells, Norwalk, Ohio. 


POSITION WANTED 


ARCH SHOES—Need a man who can take 
charge not in word, but in deed? Twenty 
years’ successful retailing experience on both 
sides of ATLANTIC, in high grade footwear 
for both sexes. Over five years with present 
organization, holding responsible post. 0 job 
too big, or too tough. rite D-451, care Boot 
and Shoe Recorder, 207 South St., Boston, 





Mass. 


BUSINESS OPPORTUNITY 


SUCCESSFUL retail shoe manager-buyer will 
be open in ten days to take active charge. 
Willing to buy half interest in going, small 
Chain of popular-priced shoe stores or individual 
shoe store. Interested in towns of 20,000 to 
200,000 population only. Can invest up to 
$75,000 cash. No agents. The highest oe 
ness reputation and credentials. Replies will 
be kept in strict confidence. Address D-440, 
care Boot and Shoe Recorder, 207 South St., 
Roston, Mass, 

















FOR RENT 








ROCHESTER, N. Y. 


100% LOCATION 
In best men’s shopping block. Dimensions 
14 x 70 with basement. New modern store front. 
Low rental. Immediate possession. Suitable 
for any line of business. 
Charles I. Davis Realty Company 
101 North Clinton 
Specialists in Chain Store Leasing. 














FoR RENT:—Office space in new building in 
the center of the wholesale shoe market in 
New York; excellent light, large and small 
units, will divide to suit tenant; freight and 
passenger elevator service. For terms and par- 
ticulars, apply to J. E. Bates & Co., 50 
a St., corner of Church St., New York, 








WANTED TO PURCHASE 











POSITION WANTED 


OSITION WANTED:—Young man, married, 

capable manager, shoe salesman and window 
trimmer. Six years’ experience, manager past 
two years. Good references. Prefer to hear 
from chain shoe store concerns. Address 
D-454, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 





Sell Us Your Left Over 


New York Export Purcnasinc Corp. 
596 Broadway, N. Y. City 


Or Entire Stock for Cash 











OSITION WANTED:—A gentleman with a 

well fitted experience offers his services to an 
American house on basis of salary or commis- 
sion on a shoe line to the West Indies. He is 
an active seller. Address R. Miranda, Box 
433, Caguas, Porto Rico. 





SHOE Buyer now connected with. large middle 
west concern desires to make a change. A 
successful record of merchandising _ several 
large shoe departments. Age 39. Best of 
references. Address D-436, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





UYER and manager of high grade women’s 

shoe department in Eastern City desires 
position in city west of Ohio. Satisfactory 
reference for interesting proposition. Address 
1-448, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 

OSITION WANTED—Young man, single, 

26 years of age, ambitious, energetic, desires 
position as buyer and manager. With present 
concern two and a half years. Best references 
Will travel. Address D-449, care of Boot and 
ad Recorder, 239 W. 39th St., New York. 
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QSTABLISHED « 


LAB ELS 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 
oe Rm 
FRANK C. MEYER Co. 
(sa08 Caalong Prcsyeixtay) 
3-271 LEXINGTON AVE, BRODKLYM. au 


AMERICA’S GREATEST 
SHOE CARTON @& LABEL MPCS 








BOOT AND SHOE RECORDER 





April 21, 1923 























MERCHANT NEEDS 








MERCHANT NEEDS 








Do You Need New Fitting Stools? 


This one, and the other one we make, are 
without parallel for strength, comfort and 
convenience. 













Stools Are Priced from $4.00 Up. 






We manufacture 
Show Window 
Display Fixtures, 
Shoe Fitting 
Mirrors, Folding 
Shoe Chairs, etc. 


tah 


Manufacturers for 47 Years 
Of interest to the Window Dresser 
| ASK FOR DESIGN BOOK A-11 
A SPECIAL FIXTURES MADE FOR ADVERTISING PURPOSES A 
One of the Two Best Lines Made 


CINCINNATI, O. 



























—WINDOW 
IDISPLAY FIXTURES 


SEGALLé SONS 


923 ARCH ST. 
PrLADELPHIA, PA. 
| ARE BUSINESS GETTERS 
», SEND FOR CATALOG 


wereEN 
7 =) es 


The DISTINCTIVE arid 
PERMANENT MARK 


F.H.KLUGE 
WEAVING CO. 


VV t ST i ane 
WISCONSIN &I30 
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( Fetal tad Lies tice Mn Sete! SE) 
¥. IN WOOD ONLY, BUT IN MANY PERIODS f 





Advertising Air Balloons 


Size No. 50—S%,” Inflated 


$4.00 per gross Quantities 5 gross 
Send us your Check or more 
Ad Assorted Colors 


W. E. FOLLIS ADVERTISING 
SERV 


159 No. State St., ” Chicago, 11. 




















Milbradt 
Ladders 


| Made for 40 years 
1 by the origina) in- 
i} ventors. 


Made in all styles 
to suit any shelving 
condition. 


i @et our price before 

‘placing your order 
Milbradt 

| Manufacturing Co. 

2416 No. 10th Street 
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STORE ws wes 


Insure perfect by 
shelf service for //// 
any line of mer- 
chandise. Deep tread / 
steps, properly spaced, // 
with convenient full g77 
length handholds on both /}y 
sides of ladder permit 
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mounting or descending 

= ease. Both hands ad 7 
ree to remove or ‘ 

replece ovack without YERS » 
anger of falling. , 8 erm rans 

Custioned  Tinsi Go et 


qroney and Truck S 

Wheels eliminate noise and prevent vibra- 

tion. Erection as simple as A, B,C. Utilize 

small space. Make top shelves safely avail- 

able for stock purposes. One style—neat of 

resin. ' finished—any height ceiling. 
housands in use. 


mt FEMYERS & BRO. co. 
ASHLAND, OHIO. 


Circular on 
request. 








(PUMPS-WATER SYSTEMS-HAY TOOLS - DOOR HANGERS 











HOTELS 








ST. LOUIS, MO. 














PRIMROSE BUCKLE DEVICE 
Holds Better—Costs Less—Safer 








SAMPLES GLADLY FURNISHED 


Primrose Novelty Corp. 


Room 332, Bible House, 
New York City 

















=_ 
The CAHILL CARTON 


THE CARTON THAT OPENS IN 
THE FRONT 
BEAUTIFUL COLORS 
ANY SIZE 
SHIPPED KNOCKED DOWN 


Write for Samples and Details 








HARRISBURG, PA. 











































Spring—Then Summer 


at the 


ST. CHARLES 


On the Boardwalk — Atlantic Cit, 


OU’LL have a new sort of enjoy 

ment during these seasons which 
form a considerable, mild and balmy 
slice of the year. 
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J. H. Stone Mew N.S. R.A. Manager 


Well Known Editor Leaves Business Paper Field to Take Position 


AMES H. STONE, president and 

editor of The Shoe Retailer, has 
been engaged by the National Shoe 
Retailers’ Association as manager of 
the association. He will soon leave 
his home in Boston to take charge 
of association headquarters in Chi- 
cago, now being removed to new 
quarters in the Blum Building. 

In connection with Mr. Stone’s 
appointment, the following state- 
ment has been issued by President 
A. H. Geuting of Philadelphia: 

“As President of the N. S. R. A., 
and reflecting what I know are the 
thoughts of our entire directorate 
and membership, I am pleased to 
announce that a special committee of 
the directors, consisting of Harry C. 
McLaughlin, of the Potter Shoe 
Company, Cincinnati, chairman; 
Reuben Metz of Chicago and Jesse 
Adler of New York Citys appointed 
to recommend a new secretary-man- 
ager, has been successful in prevail- 
ing upon James H. Stone, editor of 
The Shoe Retailer, Boston, to assume 
the duties of this position. 

“The committee sought what it 
deemed the best man for the indus- 
try as a whole and was only success- 
ful after repeated efforts to induce 
Mr. Stone to accept. Mr. Stone was 
averse to sever his connections en- 
tirely from his publishing business 
and felt very strongly that someone 
else could be found to serve as well or 
better in the interest of the N. S. 
R. A., but the committee could not 
be denied and so made a final attempt 
last week in New York when we 
informed him that we felt that his 


with National Association 


JAMES H. STONE 


connection as managerial secretary 
with the N. S. R. A. would mark a 
milestone in the industry, that his 
acceptance would receive the hearty 
approval of the retail and other 
branches of the industry and also 
that it would be approved by all re- 
tailers, manufacturers,  tanners, 
wholesalers and traveling salesmen 
and that with him in charge of the 
Executive Management of the or- 
ganization he would be in a position 
to render still greater constructive 
work. 

“This appeal moved Mr. Stone to 
accept. No other consideration 
could have stirred him. His accept- 


ance means a considerable sacrifice 
of time, money and comfort, and 
hence it should be known that he is 
doing so only that he may be of still 
greater service to the industry. 

“He has a wide acquaintance, 
and we know he has the confidence 
of retailers, manufacturers, sales- 
men and tanners everywhere. He 
is a man of progress and vision, 
in whom the entire trade can repose 
confidence. We believe that with him 
the N. S. R. A. will enter upon a 
new era of constructive and gratify- 
ing cooperation with all other 
branches, and that he will be suc- 
cessful in the development of plans 
and policies which will contribute 
materially to a unity of thought and 
a cohesion of action that will be of 
real value to the shoe and leather 
industry. 

“Under our arrangements with 
Mr. Stone, he will take up his work 
for us as soon as he can adjust his 
business affairs in Boston, which will 
be soon, after which his time will 
be devoted to the work of the N. S. 
R. A. at its headquarters in Chicago. 
The committee gives him also the 
opportunity to protect his interests 
in The Shoe Retailer without prej- 
udicing the cause of the N. S. R. A. 

“I bespeak for Mr. Stone the en- 
thusiastic good will and support by 
all associations and members of our 
craft and in doing so I am confident 
not only that he will receive it, but 
that it will prove of inestimable help 
to him in promoting the progress 
and welfare of the industry.” 
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Certain Facts 





Can You Speak the Language 
of Your Business? 
Do you know the meaning of all the terms used in the shoe 


and leather trade? Can you make a good impression on a 
customer by calling things by their correct names and answering 
questions in an intelligent manner? 


If you can’t—you need the 


Shoe and Leather Lexicon 


An authoritative dictionary of the terms used in the 
shoe and leather trade. The price of the Lexicon is 


50 Cents 


(cash with order) 


Boot and Shoe Recorder Publishing Co. 
207 South St. Boston, Mass. 


are still unknown about New York. For instance, 
many travelers think that a trip to New York means 
big expenses. They, of course, have never enjoyed 
a visit to the popular Hotel Martinique where 


Economy 


is part of the perfect service, comfortable accommoda- 
tion and splendid food afforded by this modern hotel. 
And as for 


Convenience 


The Martinique is located in the very heart of the 
city—‘‘a few minutes from everywhere.” On your next 
New York visit, let us prove to you that you can enjoy 
“the best without extravagance” at the Martinique. 


A. E. SINGLETON, Mgr. 


Hotel MARTINIQUE | 600 rooms | 


Affiliated with Hotel McAlpin 
BROADWA Y—32nd to 33rd STS., NEW YORK CITY 
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STEPPING INTO SUMMER SANDALS... 


O. P. I. (OTHER PEOPLE’S IDEAS). 


SHOE MERCHANTS NEWS........... About Retailers 


OTHER REGULAR FEATURES. 
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shoe merchants. The chief purpose of THe Boot anp SHoE RecorpER Aronson Bros. Shoe Co., Boston, Mass.... 99 
is to help solve it; for this is the basic problem upon which depends 
the progress of the entire allied industries relating to shoes and leather, Sam, Geo. BE. Cn, Witten, Me........ e 


their production and distribution 
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Next Week 


you will find 
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ADAME JEFFRIES spoke 

to the Styles Conference 
and summarized in a few very per- 
tinent paragraphs the relationship 
of costume with footwear, and you 
will need to know these fashion 
facts to help you purchase advanced 
footwear. 


HIS is the time of the year 

when ideas arr doubly valuable. 
We have a new flock of them, every 
one of which thumps the cash reg- 
ister. The last issue in April lights 
the match that starts the eight best 
selling weeks of the year in May and 
June. 


HERE never was a more prac- 

tical suggestion than that of 
taking the style show on to the pub- 
lic. The American public is keenly 
interested in what shoe stores are 
doing in footwear fashions, and you 
will get evidence thereof in next 
week’s issue. 
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VULCO-UNIT J 
BOX TOES 
ARE WATERPROOF 


1 1 
Rainy and snowy weather are tl 


] 
enemies Of style m Tootwear. 


Because Vulco-Unit Box Toes an 
waterproof, they: will not soften or 
become shapeless, and are a certain: 


vuarantee of continued Menintacas and” . 
: 


style at the Toe throughout the life 6f 


— faate Shoe. 
>’ ame. 
Pes \ 
Nd 


FG. C@®. 
in the World 


3ECK WITH M 


HOS q) 


No MEIt neimmat 





